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NATIONAL FIRE WASTE CONTEST 


Indianapolis Wins Grand Prize for Best Record in 1924---National 
Fire Waste Council Meets in Washington 


ASHINGTON, D. C., April 1.—Fire 
losses in the 265 cities entered in the Na- 
tional Fire Waste Contest of the Chamber 
of Commerce of the United States showed 
a reduction of $4,000,000 in 1924, as com- 
pared with 1923, it was reported to the 
National Fire Waste Council at its meeting 
in Washington on March 27. 

Indianapolis was designated as the winner of the grand prize 
for 1924, and as leader in Class 1, cities of more than 100,000; 
Fresno, Cal., was winner in Class 2; Findlay, Ohio, in Class 3, 
and Albany, Ga., in Class 4. Second place in the four classes 
went to Springfield, Mass.; Hoboken, N. J.; Battle Creek, 
Mich., and Billings, Mont., respectively, and the honor cities 
were Portland, Ore.; Reading, Pa.; Milwaukee and Oklahoma 
City, in Class 1; Terre Haute, St. Joseph, Mo.; New Britain, 
Conn., and Cedar Rapids, in Class 2; Great Falls, Mont.; Du- 
buque, Iowa; Clarksburg, W. Va., and Owensboro, Ky., in 
Class 3, and El Reno, Okla.: Leconia, N. H.; Oceanside, Cal., 
and Duncan, Oklq., in Class 4. 

The property loss in the 265 competing cities, with a total 
population of 10,000,000, showed a reduction of 10.8 per cent, 
despite the fact that the property loss for the country as a 
whole increased in 1924, according to reports submitted to the 
council. The per capita loss in 1924 was $3.10, compared with 
$3.86, the average for the preceding five years. 

A number of addresses on various phases of the fire question 
were made. 





The huge losses occasioned by fire in the United States were 
emphasized by W. E. Mallalieu, general manager of the Na- 





tional Board of Fire Underwriters. He said that “at the 
present time America is burning up its material assets at the 
rate of well over half-billion dollars a year. In 1923, for ex- 
ample, the figure was more than $535,372,000, the highest 
peak of destruction touched thus far, and about $331,000,000 
in excess of the total of ten years ago. Coincidental with this 
annihilation of property occur fatalities estimated at 15,000 
annually, besides injuries to 17,000 persons. * * * Probably 
you are wondering why this tremendous waste continues year 
after year on a decidedly ascending scale, and it should be said 
that there are several reasons for it, although the basic one is 
the comparative indifference of the average citizen to the extent 
of the American bill for fire. This indifference is predicated 
to a great extent upon the fallacious notion that if property is 
insured that no real loss has occurred; a proposition which will 
be given further consideration a little later on.” 

Franklin H. Wentworth, secretary of the National Fire Pro- 
tection Association, characterized fire prevention conditions in 
many cities through the Middle West and in Texas as bad, 
saying that in many of these cities the fire department and 
water supplies are inadequate and building regulations are 
laxly enforced. 

C. L. Topping, of the Fire Marshals’ Association of North 
America, referred to the prevalence of incendiary fires, saying 
that “it is a well-established and indisputable fact that business 
conditions control to a marked degree this phase of fire waste. 
During business depressions the percentage of suspicious fires 
increases.” 

W. K. Greenbaum, executive manager of the Michigan City 

(Continued on page 31) 
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HANDY GUIDE AND LIFE AGENTS BRIEF OUT 
The Early Issuance of These Valuable Pocket Reference Works 


Gives Users Great Fund of Useful Information as to Policies, 
Rates, Dividends, Costs and Other Features 


The Handy Guide to Premium Rates, Applications and 
Policies 

A work which has been a standard publication in the life 
insurance field for a third of a century, and whose usefulness 
is universally recognized by life insurance field men, is the 
Handy Guide to Premium Rates, Applications and Policies, of 
which the 1925 (thirty-fourth annual) edition has just been 
issued by The Spectator Company, which thus maintains its 
record of publication of this important book early in the year. 

The Handy Guide presents the essential facts concerning 
the principal policies of 181 life insurance companies, printing 
one or more of the policy contracts of each company in full, 
and giving tables of rates and values for each of such com- 
panies, thus placing at the disposal of the agent a great amount 
of necessary information for his own education, and, when 
desirable, for use with prospects. The presentation of the 
full wording of policies precludes the possibility of misinter- 
pretation, and is well calculated to prevent twisting. Thousands 
of agents have used the Handy Guide for many years, and 
have testified to its great utility in their business. 


ConTAINS 1668 Paces, But Fits THE POCKET 
Although the Handy Guide embraces 1668 pages of practical 
information for life underwriters, with full copies of one or 
more policies issued by each of 181 life insurance companies, 
together with the warranties and agreements contained in the 
application blank, the book is so compact that it may be readily 
carried in the coat pocket. 


PREMIUM RATES AND SURRENDER AND LOAN VALUES 

Disability and double indemnity clauses are given verbatim 
in conjunction with policies of companies which embrace those 
features in their contracts. 

Premium rate tables, participating and non-participating, 
are given for various types of policies in different companies, 
together with term, joint-life and partnership rates. 

Annuity rates, both immediate and deferred, are exhaustively 
compiled in a separate chapter. It is safe to say that this 
chapter gives the most complete information to the agent 
regarding this department of life insurance, which is gaining 
so greatly in popularity and which is so serviceable. 

Surrender values are tabulated on whole life, twenty-pay- 
ment life and twenty-year endowment policies, showing cash, 
paid up, extended insurance and loan values year by year for 
twenty years. 

Other important features contained in the Handy Guide are 
monetary and mortality tables and tables showing the net 
premiums and reserves for the principal kinds of policies in 
use, on both the Combined and American Experience Tables, 
at three, three and one-half and four per cent interest. Valu- 
able information is contained in the Handy Guide regarding 


the amount of insurance granted for each five cents of 
premium paid weekly on industrial policies. 

As usual, three supplements to the Handy Guide will ) 
issued in 1925, at intervals of about three months, to enabf 
subscribers to obtain data as to such new policies as are pro- 
mulgated from time to time. 


INDISPENSABLE TO LIFE AGENTS 
The Handy Guide for 1925 is an indispensable adjunct t 
the agent’s kit, as well as to company officers. Its possession 
by an agent will help him to close many difficult cases, fo: 
unless an agent has at hand the information contained jj 
the Handy Guide he will not be thoroughly equipped to mee 
an emergency in competition. 


A SELF-INDEXING PUBLICATION 

All the data relating to any one company being presented 
together in the Handy Guide, it can be readily found by on 
reference; and as the companies are arranged alphabetically 
the book is really self-indexing, making it most convenient 
for quick reference. 

The policies, rates and values can be readily compared 
without the necessity of finding facts as to any one company 
in various parts of the book. The Handy Guide is so bound 
that it will lie open flat, thus facilitating references, copying, 
etc. 

This publication contains more valuable data relating to life 
insurance companies than does any other similar work. 


FEATURES OF VALUE IN THE HANpy GUIDE 

Among the valuable features of the Handy Guide are data 
as to American and Canadian legal reserve insurance con- 
panies, including: 

Officers’ names; policy contracts; reserve basis; premium 
rates; cash surrender values; loan values; paid up insurance 
values ; extended insurance values; maximum amounts written; 
applications, warranties, etc.; disability and double indemnity 
provisions; industrial policies, rates, etc.; annuity rates; net 
premium and reserve tables; mortality and monetary tables: 
State insurance officials, etc. 


The Handy Guide for 1925 is most complete and features, | 
in addition to the policies and premium rates of companies. | 


the terminal reserve values on ten and fifteen-payment life 
policies, and ten, fifteen and twenty-year endowment policies 
on the modified preliminary term basis (Illinois Standard), 
American Experience with interest at 314 per cent, also fot 
whole life policies on the preliminary term basis, modified 
by the New Jersey law of 1920, and reserve values for ordinaty 
life, twenty-payment life and twenty-year endowment policies 
according to the Select and Ultimate table, 3 and 3% per ceil 
(Continued on page 11) 
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SUGGESTION OF HARRY L, CONN 








HE address of Superintendent of In- 

surance H. L. Conn, of Ohio, at a 
recent meeting of agents at Cleveland, 
conveyed to his hearers that he is endeav- 
oring to purge the insurance agency busi- 
ness of unfit representatives. He cited 
one case in which an agent had written 
insurance in an unadmitted company ; and 
even though the agent’s books contained 
no record of the transaction, the insured 
was required to pay the tax, and the 
agent’s license was withheld for the com- 
ing year. Superintendent Conn suggested 
the creation of an insurance association 
for the entire State, with a branch in each 
county, to function, perhaps, under the 
supervision of the insurance department, 
and to pass upon those seeking licenses 
This seems to be along the 
lime of the practice in Pennsylvania, in 
which State it is claimed by some that 
the system operates well, while by others 
Mr. Conn told of the en- 
actment in a certain State of a law which 
required that all real estate brokers, as a 
condition precedent to obtaining a license 
to sell real property, should make a show- 
ing of eligibility. This law was attacked 
on the ground that it was a denial to the 
citizen of his constitutional privileges, but 
the Supreme Court of the United States 
declared the statute valid. He likened 


as agents. 


it is criticized, 


this power of the State to that of a court 
to disbar a lawyer guilty of unprofes- 
sional conduct involving moral turpitude, 
and he thought there should be no legal 
difficulty in drawing up a workable statute 


which would make possible the line of 
action suggested by the representatives of 
insurance companies. He believes that 
the plan would have to originate with the 
agents themselves, but that they would 
have the assistance of companies desiring 
the general good of the business. As 
Superintendent Conn admits, the sugges- 
tion is somewhat radical, and it would 
doubtless prove difficult to secure the 
favor of a majority of agents, and per- 
haps the companies, for such a project. 





A MOST interesting graph has been 
prepared by the engineering de- 
partment of Fred S. James & Co., New 
York, which purports to show the in- 
crease in annual fire losses compared with 
the increase in the burnable values of 
national wealth. It outlines the course of 
fire losses, which rose from the index 
number 100 for 1912, with only one dip 
below that number (in 1915) to a level 
of about 210 in 1923 and 1924. Other 
items shown in comparison embrace the 
value of personal property, which rose to 
350 in 1920, declined in 1921, and rose to 
about 320 thereafter; the value of build- 
ings and equipment (not farm property), 
which increased to about 230 in 1920, 
subsequently declined to 180, and then 
rose to about 205, and the value of farm 
buildings and implements, which _ in- 
creased to 160 in 1920, declined the fol- 
lowing year to 130, and thereafter rose to 
about 165, while all factors used to de- 
note national wealth increased to about 
215 in 1920, declined to 160 in 1921, and 
by 1924 had risen to 190. It is apparent 
that the fire loss has grown out of propor- 
tion to the national wealth, and also more 
disproportionately to the increase in popu- 
lation, which, in the period covered, has 
only increased about 8 per cent, whereas 
the fire loss has increased about 105 per 
cent. Other factors shown in this inter- 
esting graph are annual factory produc- 
tion, stocks on hand at close of year, farm 
production and imports. The national 
wealth is placed at nearly $321,000,000,000 
in 1922, against $186,000,000,000 in 1912, 
and personal property had grown from 
about twelve and three-quarter billions 
to nearly forty billions. These are very 
interesting figures for the underwriter to 
mull over, and they give the impression 
that the burnable property in the country 
is very considerably underinsured. Per- 
haps if the burnable property were covered 


5 


to a greater extent by fire insurance, and 
thus produced more premium income for 
the insurance companies, the general re- 
sult might be an underwriting profit in- 
stead of, as was the case with most com- 
panies last year, an underwriting loss. 





FEW years ago the types of serv- 
ices now being performed by some 
of the insurance companies in behalf of 
their policyholders would have awakened 
wonder. Now such services, while excit- 
ing interest on the part of the public and 
being appreciated by policyholders, are 
gradually coming to be considered part of 
the consideration for which premiums 
are paid. Nevertheless, the developments 
of various activities, which a few years 
back would have been considered outside 
of the duty of an insurance company to 
provide, have been of much interest to 
those observing closely the growth of in- 
surance service. A short list of a few of 
the matters handled by one company for 
some of its policyholders will indicate to 
some extent the scope which such activi- 
ties now cover. For instance, one con- 
cern was assisted to solve an inventory 
problem ; another asked and received help 
in connection with its employment meth- 
ods ; still another was advised concerning 
the up-building of its parcel post business, 
while general information has been im- 
parted by the company to policyholders 
relating to the improvement of ventila- 
tion ; ways of cutting heating costs ; warn- 
ing against carbon monoxide poison; in- 
formation as to methods of remunerating 
employees and rewarding length of serv- 
ice; analyzing market reports, etc. The 
insurance business certainly possesses 
vast possibilities for helping policyholders 
and beneficiaries, which are not limited 
to features covered by its insurance con- 
tracts. 





N one of its recent bulletins the Metro- 

politan Life Insurance Company 
rightly says that “second only to the 
prompt and unfailing payment of claims, 
the greatest single service a life insurance 
company can render to its policyholders 
is to help them to keep well and live 
longer.” For years the company has been 
acting upon this theory and has been so 
successful that, whereas in 1911 thirteen 
Metropolitan industrial policyholders in 
every thousand died, by the year 1924 
only 8.5 in every thousand died, and in 
that period 171,000 lives were saved. 
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THE PASS KEY— 
ALL the ODDS a SALESMAN asks ARE: 


To be admitted within the door. 
To be invited to have a seat. 
To be granted a chance to talk. 


ALL the ODDS a PROSPECT asks ARE: 


To be frankly advised of his needs. 
To be intelligently informed of insurance advantages. 
To be properly covered with adequate protection. 


ACCIDENT AND HEALTH INSURANCE—IS THE PASS KEY— 
THAT OPENS— 


FOR THE SALESMAN, the opportunity to acquire desirable information. 
FOR THE PROSPECT, the opportunity to receive wholesome advice. 


ACCIDENT AND HEALTH INSURANCE—HAS BEEN PROVEN— 
AN ALLY— 


FOR THE SALESMAN, in providing an unlimited field of prospects. 
FOR THE PROSPECT, in providing an invaluable form of protection. 


THE SAME COMMISSION HERE AND HEREAFTER—THIS YEAR AND NEXT 
MISSOURI STATE LIFE INSURANCE CO. 
HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT #« HEALTH « GROUP 
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WISCONSIN CODIFICATION 





pill Expected to Be Reported Out of 
Committee 


—_—— 


TWO HEARINGS GIVEN 
W, Stanley Smith, Insurance Cmmissioner, 
Comments on Measure 


MapisonN, W1s., March 28.—The committee 
cn corporations and taxation of the Wisconsin 
Senate is expected to report this week the big 
insurance codification bill to the Legislature for 
passage. Two exhaustive hearings have been 
given the measure. The second hearing was 
held on Wednesday, March 25, and was fea- 
tured by a statement by W. Stanley Smith, 
Commissioner of Insurance, analyzing the fea- 
tures of the bill and the opposition which has 
developed. 

Commissioner Smith declared that the meas- 
ure was drafted in order to bring all the in- 
surance laws together, and that the new mate- 
rial inserted was all in the interests of the in- 
suring public and only a small part of the bill. 

With the exception of former Attorney 
General J. L. O’Connor of Milwaukee, repre- 
senting the Catholic Knights of Wisconsin, a 
fraternal organization, no one appeared against 
the bill as a whole. 

Objections were made to certain features of 
the bill by Frederic G. Dunham, attorney for 
the Association of Life Insurance Presidents: 
R. W. Jackman, representing the casualty in- 
surance interests, and Stewart M. La Mont for 
the Metropolitan Life Insurance Company. 

In his opening statement before the com- 
mittee on Senate Bill No. 175, Commissioner 
Smith said in part: 

The amount of life insurance carried by resi- 
dents of Wisconsin—two billion five hundred 
million—would build 357 capitol buildings like 
ours at a cost of seven million dollars each, or 
provide five hundred thousand homes costing 
five thousand dollars each, and the annual ex- 
penditure for life, fire and casualty insurance 
in Wisconsin aggregates nearly seventy-eight 
million dollars. : 

It is of the utmost importance that the com- 
panes in which this vast amount of insurance 
is placed shall be financially responsible and 
able to meet their every obligation, and for this 
it 1s not only necessary that there be alert 
supervision, but adequate laws to permit of 


the proper functioning of the Department of 
Insurance. 


It is well, too, to remember that when a com- 
pany does not meet its obligations and fails, 
that a share of the blame attaches to the De- 
partment cf Insurance, for an insurance com- 
pany does not fail suddenly: failure always is 
gradual, and it is the duty of supervision to 
call a halt on methods and policies that tend to 
falure. To do this efficiently the Commis- 
‘ioner of Insurance requires effective legisla- 
tion to enforce accountability and equity. 

At the first hearings on Bill No. 175 S., held 
on March sth and 6th, a number of amend- 
ments were submitted by the various insurance 
interests. Opportunity was further given by 
the Senate committee to present amendments 
for a limited time after the close of the hear- 
ing. A number of these amendments were taken 
up with the Commissioner of Insurance prior 
to the hearing and a number of agreements 
teached, 





One of the amendments which did give rise 
to differences of view was the one which de- 
leted the provision of the bill giving the Com- 
missioner of Insurance the power to order an 
increase in the rates for the total and perma- 
nent disability benefits in connection with life 
insurance policies, or to order discontinuance 
when there is an encroachment upon the funds 
of other policyholders. F. G. Dunham, at- 
torney for the Association of Life Insurance 
Presidents, stated that the business was still 
in the experimental stage, and that the com- 
panies are now engaged in an investigation of 
the total and permanent disability experience, 
with the view of formulating new rates. 





Remarkable Record of Equitable Life of 
Iowa 

While the Equitable Life Insurance Com- 
pany of Iowa, Des Moines, has long been 
known as one of the most favorable com- 
panies for policyholders, it has now announced 
an increase in dividends which will make the 
net cost lower than ever before in the com- 
pany’s history. A remarkable feature of its 
statement covering 1924 is that the amount 
paid as dividends to living policyholders last 
year exceeded the amount paid for death 
claims by more than $480,000, and a notable 
item among its liabilities is the amount of 
dividends apportioned for 1925, $2,476,065. Its 
policy reserve now aggregates $50,353,636, and 
it has nearly $1,500,000 more than that sum on 
deposit with the State of Iowa. The com- 
panv’s admitted assets, December 31, 1924, 
amounted to $58,964,747, of which sum its sur- 
plus as to policyholders was $3,972,604, includ- 
ing capital and net surplus. Among the com- 
pany’s assets, the largest item is that of mort- 
gage loans, $41,864,585, these being first mort- 
gages, and secured by real estate worth over 
$137,000,000. The Equitable Life, Iowa’s 
pioneer life insurance company, has gained a 
fine reputation in the States in which it has 
operated, and it has now been 
licensed in New York State, where it will 
issue the regular contracts on the participat- 
ing plan, and sub-standard and term policies 
on the non-participating plan. The chief offi- 
cers of this sterling company are F. M. Hub- 
bell, chairman of the board; H. S. Nollen. 
president: F. C. Hubbell, vice-president; F. 
W. Hubbell, vice-president and treasurer; J. 
C. Cummins, executive adviser; H. E. Aldrich, 
vice-president and superintendent of agencies; 
B. F. Hadley, second vice-president and secre- 
G. Hunter, second vice-president and 
actuary: Dr. F. L. Wells, medical director; 
Griff Johnson, third vice-president and assistant 


heretofore 


; 
tary; AX. 


treasurer. 


Insurance for Notre Dame University 

INDIANAPOLIS, March 31.—An_ insurance 
policy of $50,000 running over a period of 20 
years, is the gift the senior class to the Uni- 
versity of Notre Dame, according to George 
Bischoff, president of the student activities 


council. Under the terms of the proposal, 


certain members of the class of 300 will be in- 
sured against death or injury, the college being 
made the beneficiary. 
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HOME INSURANCE BUILDING 
Former Southern Trust Structure to Be 
Occupied by Home Life, Home Fire 
and Home Accident 

Littte Rock, ArK., March 30.—Known for 
many years as the Southern Trust building, a 
$500,000 office building is to be renamed the 
Home Insurance buiiding, according to A. B. 
Banks, president of the Associated Home In- 
surance Companies. 

A long-time lease on the first floor space, 
formerly occupied by the Southern Trust Com- 
pany, has been arranged for the three firms, 
the Home Life, Home Fire, and Home Acci- 
dent companies, Mr. Banks said, and they will 
occupy the space as scon as it can be re- 
modeled to meet the needs of insurance or- 
ganizations. 

Occupancy of a permanent location by the 
Home companies is coincident with their 
twenty-fifth anniversary. As soon as the firms 
are established in their new quarters, they plan 
to stage a celebration of the success achieved 
during the quarter century since the first Home 
Insurance organization. In 1900, Mr. Banks, 
then an insurance agent at Fordyce, organized 
the Home Accident Insurance Company to 
write employers’ liability and workmen’s com- 
pensation insurance. 

Successful in that enterprise, he organized 
the Home Fire Insurance Company in 1905. 
This company now has capital and surplus in 
excess of $1,000,c00 and draws a substantial 
f[remium income from practically every 
southern and southwestern State, it was said. 
Mr. Banks entered the life insurance business 
in 1911, when the Home Life and Casualty 
Company of Little Rock, of which ex-Governor 
McRae was then president, induced him to 
accept the presidency of that organization, and 
it was merged with the original Home Accident 
Company under the new name of Home Life 
and Accident Company. 

In 1912 this company absorbed the Mississippi 
Valley Life Insurance Company, also of Little 
Rock, and since that time has had a steady 
growth. 

Since the removal of the executive offices of 
the companies to Little Rock, their growth has 
remarkable. The Home Life Company 
has more than doubled its business in the past 
three years, entering 1925 with $24,000,000 of 
insurance in force and with assets approach- 
ing $2,250,000. 


heen 


Joseph H. Allibone Weds Miss Marion H. 
Baldwin 


Joseph H. Allibone, leading producer of the 
Syracuse general agency of the Northwestern 
Mutual Life Insurance Company, Milwaukee, 
was married recently to Miss Marion H. Bald- 
win. The bride’s father, Albert L. Baldwin, is 
general agent for the Northwestern Mutual 
Life at Washington, D. C., and the ceremony 
took place in that city. Miss Baldwin is as 
familiar with the life insurance business as 
her husband, having been treasurer of her 
father’s organization for several years. The 
young couple have just returned from a honey- 
moon trip to Bermuda and will make their 
home in Syracuse. 
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The Equitable Life of Iowa Announces the 


Largest Dividends in History 


The Equitable Life of lowa, always known as one of the lowest net cost companies, announces an increase in dividends, which will 


make its net cost lower than ever before in the history of the Company. 
1924 exceeded the amount paid in death claims by over $480,000. 


In this connection, the Company presents 


The amount paid in dividends to living policyholders in 


A Plain Life Insurance Statement That Any Man or Woman Can Easily Understand 


From Annual Statement as to Condition of Business 
On December 31, 1924 


UCN Oy) POPE Ce: OUR CSET CU: Uh OC). 2 a a ae errs er AME ta yon Loreen nee er rear Oe AC. $54,992,053 


THIS AMOUNT INCLUDES— 


TR EOE DS Bae 6 Sn ifity O90 3 1S EL Dict Ga £8 Dec) 1011 DCC) a ee ae ee cree eee Aen rae RAG ADO LGReCOOGrT 50,353,636 
To meet this obligation the Company has set aside and deposited with the State of Iowa approved securities in the amount of $51,798,723, 


being $1,445,087 in excess of legal requirements. 


2. DIVIDENDS APPORTIONED FOR 1925—to be paid to living policyholders, being an increase which will make the net cost the 


REV OMEA TUN PUURSE MONS MOASIAINSERIN UY 5.55, 5-5 551s So 9 a is m5 nid) os Sh on -0 cn Sue hp 155,06)» neahe ca Taree, <eneivera\e Casale: Gis ei arstsle lace. eonra™avas aZauet Agra latee os mise) focata Ter arar ee 2,476,065 

TO MEET THESE OBLIGATIONS, THE EQUITABLE OF IOWA POSSESSES: 

Mie BRM US MERA PNM oo acca ete ct Bess Tia ts Veter Caner wrk Uals seh ais ru ealGy SWE stale nota WIS SS wis taal G Mw led siee ia tarsus ware woes Als SBE SRO RRR ORE ee 3,177,429 
Includes new home office building and site. 

Ree AN eIRNSEG MDI cscs 4 carci lavs vorace, broke ind weer Uae Sis bre Bue de wiaeto lm ahoe as sie stiha at ers ele! sieua gue seo sidc 9; Bias epaheVic a ovata BueNO ian owG eho Saks Maromeceh epee co teat creat Pancteters 41,864,585 
Loans secured by First Mortgages only, on real estate worth over $137,000,000. 

Rae NINO RRR MNES Ee oc ecco rt ha, Suc ave ssa win varionera lalate favs co ieve Lavin One Fs Aiba OG Coron bs TGLAT 0 wre WaT TS nk gna op eee ob cy at Ba pian Gaie whan b ia pawn ra ol onsale ear aeret 7,654,046 
Loans made to policyholders. 

OT ae ey Ci COL EG CN PE OC) SC 0): IR nn en ener eee a AM MEM ene NTA eu 2,603,848 
The financial stability of carefully selected cities and counties is pledged for the redemption of these securities. 

freee MR SRS oF tg Va tal Cates nasd Sig a Sun om ae cad care Soin TOUs and te ORM e iw ONE UL OT ATA EELS! BiG alleen Sar aIB Ca SeACR SUAS SEC o isc ol eal WA eae GS EIT cs Slate ne aaRTAS 3,664,839 
Include deposits in banks, interest accrued and premiums due and deferred. 

a SA ek AN am IA NO le re ce: Blac escls5 varie fa Hara Vai er aueiip SiSlavs False w WaGuBlor prs eles av euna Gye wyay die. ona veswiiaalloxBxeibtans (waveue lacey Seal nud uo oreraya ie weP Sle Monee senerenns 58 964,74 
Comprising the sum of all assets noted above. 

LEAVING AN EXCESS OF SURPLUS AND CAPITAL STOCK FOR THE ADDITIONAL PROTECTION OF POLICYHOLDERS....... 3,972,694 


This forms a contingent fund to provide against unusual losses by death, and to maintain the high standard of the assets. 
By the above plain interpretation of the average form of life insurance statement, the usual long lists of figures become simple and understandable~ 
They represent, however, only MATERIAL resources of this institution, lowa’s Pioneer Life Insurance Company. They do not include the assets of friendliness 
courtesy, co-operation, efficiency, and integrity to be found in officers, directors, and agents, through whom we make friends and endeavor to render the ulti- 


mate in protection, safety, service and stability. 


FOUNDED: 1867 


HOME OFFICE, DES MOINES, IOWA 
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WANTED | FINANCIAL STATEMENT 
c | ASSETS. owagiiirietttetecesesssseeeneees core $17 061,347 .06 
A General Agent In lowa Policy Reserves............eeeceeeeees $14,812,965 .92 


The Company......Old Line Legal Reserve 
Insurance in Force......... $160,000,000.00 
Pomecy Lane.........; Complete and Modern 


Double Indemnity; Income Disability; 
Monthly Premiums; Non-Medical Applica- 
tions; Low Premium Rates; Registered Pol- 
icies. 


Home Office Co-Operation; 
Attractive Contracts 


Write Box 300 Care of THE SPECTATOR 








Total Policy Claims awaiting proof, Cou- 
pons and Dividends left to accumulate 
at Interest, Supplementary Contracts, 
Prepaid Premiums and Interest, Re- 
served for Taxes and Special Reserves. 

AN Other Liabilities «6056.66 0s5s0 seek ears 
Capital Stock........... $250,000.00 
Surplus, Apportioned and 


1,385,581 .88 
74,299 .07 


Unapportioned....... 538,500.19 
Surplus as to Policyholders.............. 788,500 .19 

+ - $17,061,347.06 

GAINS OF 1924 
Cain to Ami tted: ASsete «56.5. ose: scgeinats vise voces bie ws eeeesle $1,249,554 .30 
Gash eninigrance sh ONCE. 5-56.16 s oie. o.c:0 ia ace ais esis e © 6owiels 8,583,630 .00 
Insurance in Force December 31, 1924............cceeece $118,031,431.00 

A RECORD OF SERVICE 

LOtal Paid POUCIRONM CTS: 555. cine doa e/5:d otk hee vi6:e 66.83 over $18,000,000 .00 


192 
A YEAR OF PROGRESS 


We like to think of the figures at the left as being the RESULT 
of and the PROOF of SERVICE well rendered. 

These gratifying results have been accomplished not alone 
through the progressiveness of this Company’s executives—nor 
through its efficient field and home office forces, but through 
the harmonious coordination of all these factors. 

The policy of the Management of the Royal Union will be to 
continue to build under safe underwriting principles. 


ROYAL UNION LIFE 


INSURANCE COMPANY 
Des Moines, lowa 


A. C. Tucker, President Wm. Koch, Vice Presiden? 


D. C. Costello, Secretary 
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Metropolitan Life Led in Virginia 
During 1924 

RicumMonD, VA., March 30.—The Metro- 

litan Life Insurance Company, New York, 
Jed all of the life insurance companies operat- 
ing in Virginia during 1924 in every classifica- 
tion written. Its new ordinary was $10,389,270; 
industrial, $12,848,275; group, $8,869,265. The 
company made a net increase of insurance in 
force in Virginia of $10,578,849. The Peoples 
Life of Washington, D. C., came second in 
industrial writing, its new business amounting 
to $15,847,181. However, its net increase only 
amounted to $2,407,547. The Prudential came 
second in the matter of net increase, with a 
clear gain of $6,426,917. Its writings were as 
follows: Ordinary, $5,284,015; industrial, 
$2,718,523; group, $32,500. The Equitable 
Life of New York was second in volume of 
both ordinary and group. Its ordinary totaled 
$7,976,350, and group, $1,357,464. The com- 
pany’s net increase in the State was $3,038,457. 


Wants State-Appointed Directors 

The Illinois Life Insurance Co. of Chicago, 
a one-million dollar capital stock company, 
prints the following, quoted from The Weekly 
Underwriter, in its company Bulletin: 

The Superintendent of Insurance of New 
York on Monday followed his former declara- 
tion for State appointed directors of Mutual 
life insurance companies with a further dis- 
ng of his plan, in the course of which he 
said: 

“The suggestion that I made in my annual 
report that the Superintendent of Insurance be 
authorized, by law, to name some of the candi- 
dates for directors to be voted on by the policy- 
holders of the Mutual Life Insurance Com- 
panies of New York, seems to be misunder- 
stood by some, and deliberately misconstrued 
by others. : 

“As to the recommendation made, and the 
reasons that prompted it, I desire to make a 
brief statement. 

“The conversion of stock life insurance com- 
panies into mutual companies was strongly 
urged for many years by those who had given 
the subject careful study, on the theory that 
the policyholders would then control the com- 
panies and not a group of stockholders who 
had no interest in life insurance except in 
making money thereby. It has been repeatedly 
pointed out that the tremendous aggregation of 
assets represented by the life insurance com- 
panies should not be subject to the control of 
oné man, or a group of men, but that it should 
be vested absolutely in the policyholders. 

It was argued that the mutualization of 
the companies would bring about this result. 
If this had been actually accomplished, my 
recommendation as to the election of in- 

dependent directors would not have been neces- 
sary. After personal investigation, however, 
and after consultation with those who are in 
4 position to know the facts, I am convinced 
that the control of. the mutual life insurance 
companies by one man, or a group of men, as 
at present operated, is more absolute than it 
Was under stock control. The idea that policy- 
holders control the mutual life insurance com- 
Paniés is all right in theory, but it does not 
exist in fact. The officers of the mutual life 
Msurance companies, through their agents and 
other representatives, are in a position at any 
time to secure sufficient proxies to elect any 
director or directors they favor. The great 
mass of policyholders do not, and cannot, 
&xercise their right to vote. They are not 
familiar with the affairs of the company. They 


re not organized as is the agency force, and 
erefore no true expression of their views on 


any proposition, including the election 


directors, is ever expressed. 


“T have no desire to reflect in any way upon 
standing or efficiency of the 


the integrity, 
splendid men who are officers of the mutual 
life insurance companies. On the contrary, I 
know they realize they are in the nature of 
trustees for the policyholders and that they 
conscientiously perform their duties. It is a 
fact, nevertheless, that because of their official 
positions, they control the agency organization 
and thereby are able to get proxies from a 
sufficient number of policyholders, not only to 
continue themselves indefinitely in office, but 
also to name their successors when retiring. 





Guardian to Write Insurance Without 
Examination 

In keeping with its usual progressiveness, 
the Guardian Life, New York, N. Y., is pre- 
pared to issue non-medical policies up to $2000, 
under all plans except term and joint life, with 
certain restrictions as to the amount and the 
selection of risks. The Guardian feels that 
non-medical life insurance is a logical step 
forward in the recognition of preferred risks, 
which recognition, from the standpoint of 
operating economy and sales efficiency, will 
not only prove immediately productive of busi- 
ness, but will result in increased sales to 
policvholders whose good-will was first gained 
through the medium of a non-medical policy. 


Life Companies Extend Aid 

Cuicaco, Itzt., March 31.—Life insurance 
companies involved in the tornado losses have 
extended every possible aid to the families in 
the stricken area; furthermore, they have 
authorized their agents to use their own judg- 
ment in passing on proof of death. The 
Metropolitan Life has established nursing 
headquarters at a number of points in the 
devastated territory. It has also arranged to 
waive immediate payment of premiums on poli- 
cies, taking the stand that the policies will not 
be lapsed for non-payment after the regular 
grace period. 


To Life Agents 

The Life Agents Brief contains many more 
life compaines than any similar publication. In 
vour State there are several growing and im- 
portant companies whose information you want 
and whose competition you are meeting, which 
are found only in the Life Agents Brief. 

This publication contains 450 pages, being a 
synopsis of dividends, premium rates, policy 
provisions, net cost of insurance and cash sur- 
render values. 

The Life Agents Brief is now ready for de- 


livery. Send in your order at once. 





W. M. Har-mond Joins Etna 


W. M. Hammond has resigned as agency 


manager for the Equitable Life of New York 


at Chicago to become general agent for the 
‘Etna Life for Southern California. 


W. H. Dallas Goes With Etna Life 
RicHMOoND, Va., March 26.—W. H. Dallas, 


superintendent of agents of the Atlantic Life, 
has resigned to become one of the superintend- 
ents of agencies of the A&tna Life. 


* 
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ARKANSAS ASSEMBLY 
CLOSES 


Notable for What It Did Not Do 


COMMISSIONER AND FIRE MARSHAL 
ABOLISHED 


Department of Insurance and Revenue 
Created in Its Stead—New Bills Regu- 
late Income and Define Assess- 
ment Companies 


Littte Rock, Ark., March 30.—The Forty- 
fifth General Assembly, which has just ad- 
journed, was more notable for what it failed 
to do in insurance legislation than what it did. 
There was less evidence of insurance-phobia 
than had been apparent in many years. The 
principal legislation affecting the business was 
the passage of bills regulating stipulated in- 
surance, defining assessment companies and 
making changes in the office of the State In- 
surance Commissioner. 

The oftice of State Insurance Commissioner 
and Fire Marshal was abolished, and in its 
stead there was created a new Department of 
Insurance and Revenue. The work of the De- 
partment was enlarged to include the collection 
of various excise and privilege taxes levied by 
the State, and additional clerical help was pro- 
vided. This was done with the mistaken idea 
on the part of the majority that the office of 
Insurance Commissioner is primarily for the 
collection of revenue. However, no serious 
opposition developed to this plan, which was 
one of the changes recommended by Governor 
Torral. The Governor will appoint the Com- 
missioner of Insurance and Revenue, and it 
is not known whether or not he will retain 


the present Insurance Commissioner, N. J. 
Harrison. 
Act No. 137 provides regulation for stipu- 


lated premium insurance companies operating 
in the State. It is provided that any number 
of persons, not less than five, may form a 
company to write insurance on the lives of 
individuals on the stipulated premium plan. 
The capital stock shall not be less than $50,000, 
of which at least 20 per cent must be sub- 
scribed and actually paid in cash. ” 

Act No. 130 defines and provides rules for 
the regulation of assessment life, health, and 
accident associations or companies and indus- 
trial insurance companies and provides how 
they may be organized and transact business. 


Surrender and 
Mutual Life 
surrender” 


—In the leaflet ‘‘Termination by 
Lapse” the ratio of the Northwestern 
in the table relating to “termination by 


for the five-year period 1904-1908 should be 1.79; 
1909-1913, 2.11; 1914-1918, 1.52; 1919-1923, 1.03. In 
the table on “termination by lapse,” the five-year 


iverage of the same company for the years 1919 to 
“sur- 


1923 should be 1.37. In the table showing 
render and lapse” for this company, the ratio for 
the five-year pericd, 1904-1908, is 3.93; 1909-1913, 
3.68; 1914-1918, 2.96; 1919-1923, 2.40. ° 

In the same tables the surrender ratio for the 
Mutual Benefit Life for the five-year period, 1919- 
1928, is 1.09. The lapse ratio for this period is 0.81 


and the combined surrender and lapse is 1-90. 
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NOW READY!! 


the 


1925 HANDY GUIDE 


To Premium Rates, Applications and Policies of American 


Life Insurance Companies 


THIRTY-FOURTH ANNUAL EDITION JUST PUBLISHED 


(CONTAINS the new rates, values and policy forms issued 
since publication of 1924 edition. No progressive 
life insurance agent can afford to be without a copy of this 


most complete work. 


A CANVASSING DOCUMENT OF FACTS 


PRICES 


- $4.00 Thumb Indexed Edition $4.35 
5.00 5.35 


Plain Edition - - - 


With Three Supplements With Three Supplements 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 William Street, 
Insurance Exchange NEW YORK 








ro 





| April 2, 1 
ee 


Handy 


(¢ 


are given. T 
rates, Values 
publication ( 
clearly print 
cellently bov 
fat when op 
pages, it ma. 

The price | 











or $4.33 if tl 
at end of thi 

Every life 
should have 
at hand for 
preciated an 
life insurance 
the successi 
periods and 
work withou 


The Ves 
The 1925 
Pocket Life 
The Spectate 
more service 
previous isst 
standard inf 
value. A gre 
is condensed 
this book, no 
into the ves! 
thin Bible 


2% x §7& inc 


New FE. 
Important 
are the pretr 
history, ete., 
policy of th 
Company, an 
whole life pc 
Company of 
mental table 
policies, whi 

henefits. 

The premit 
policy are gi 
lar and with 
quinquennial ; 
fifth, tenth, 
years: annual 
quinquennial 
with average 
and ten- and 
ducting cash 


Otyer Ex 

The 1925 ¢ 
gives particip 
mium rates, 
(several mort 
generally use 
formation is | 
turn to a give 
for any or al 
age, Policy 4 
Manner under 
fasy to see a 
companies wi 











April 2, 1925 





THE SPECTATOR 





Life Insurance 








pI se 
Handy Guide and Life Agents Brief 
(Concluded from page 4) 


are given. The Handy Guide also contains new 
rates, Values and policy forms issued since the 
publication of the 1924 edition. The book is 
clearly printed on thin Bible paper, is ex- 
cellently bound in flexible cover so as to lie 
gat when opened, and though it contains 1668 
pages, it may be carried in the coat pocket. 
The price of the Handy Guide is $4 per copy, 
(See special notice 





or $4.35 if thumb-indexed. 
at end of this article.) 

Every life insurance manager and agent 
should have a copy of the Handy Guide always 
at hand for quick reference. It is highly ap- 
preciated and recommended by thousands of 
jife insurance men, many of whom have used 
the successive issues through long 
periods and would feel handicapped in their 
york without this standard book. 


annual 


The Vest Pocket Life Agents Brief 
The 1925 edition of the popular Vest 
Pocket Life Agents Brief has been issued by 
The Spectator Company, and will be found 
more serviceable to life insurance than any 
previous issue, as it contains not only the 
standard information, but new _ features 
value. A great amount of useful information 
is condensed into the 456 pages contained in 
this book, notwithstanding which it fits easily 
into the vest pocket, being printed on very 


of 


thin Bible paper, and its size being only 
2% x 37% inchs. 


New FEATURES OF THE 1925 EpITION 

Important new features in the 1925 edition 
are the premiums, values, dividends, dividend 
history, ete., of the special $5,000, whole life 
policy of the Metropolitan Life Insurance 
Company, and data relating to the modified 
whole life policy of the Prudential Insurance 
Company of America, as well as a_ supple- 
mental table of net costs of the Prudential’s 
policies, which include valuable disability 
benefits. 

The premiums for the Metropolitan's $5.000 
policy are given for ages 15 to 65, both regu- 
lar and with disability; surrender values for 
quinquennial ages for the second, third, fourth, 
fifth, tenth, fifteenth, and twentieth 
years; annual dividends for ten years, at eight 
quinquennial ages; ten-year dividend history. 
with average annual cost for five and ten vears, 
and ten- and fifteen-year net costs, after de- 
ducting cash values, at four ages. 


policy 


Otner Excertent Features ContTINuED 

The 1925 edition of the Life Agents Brief 
sives participating and non-participating pre- 
mium rates, at each age, for 138 companies 
(several more thau last year), for the most 
generally used forms of policies. This 
formation is so arranged that it is possible to 
turn to a given age and find the premium rates 
‘or any or all of the companies listed, at that 
age. Policy provisions are treated in a similar 
manner under each sub-division, this making it 
fasy to see at a glance the particulars of all 
companies with respect to any one provision. 


in- 


Tables are presented showing the actual net 
cost of insurance protection, taking into ac- 
count the surrender values at the end of two 
periods, ten years and fifteen years. These 
tables cover whole life, twenty-payment life 
and twenty-year endowment policies issued 
respectively in 1915 and 1910, at ages 25, 35, 
45 and 55, and show the actual net costs of 
policies issued in 1915 for ten years, and of 
policies issued in 1910 for fifteen years. In 
reaching the actual net costs there is deducted 
from the total premium payment for the period, 
the dividends credited and the surrender values, 
so that these figures represent what it would 
cost the policyholder for insurance if he car- 
ried his policy for 10 years or I5 years, and 
then surrendered same for cash. 

Industrial insurance tables contain the 
amounts of insurance carried by weekly pay- 
ments of 5, 10 and 25 cents on the whole life, 
twenty-payment life and twenty-year endow- 
ment plans. 

There are also lists of companies accepting 
sub-standard risks, and companies selling life 
insurance in connection with bank deposits; 
also a list of life companies writing accident 
and health insurance separate from their life 
policies. 

The financial strength of the companies and 
the name of the secretary of each company 
are given in another tabulation. 

Cash surrender values for an extended num- 
her of years are also shown in a series of 
tables. 


ANNUAL AND DEFERRED DIVIDENDS 

A most important division of the Life 
Agents Brief is its dividend section. Among 
dividend tabulations is one showing the 
annual dividends paid in 1925 on ordinary 
life, twenty-payment life and twenty-year en- 
dowment policies, issued at ages 25, 30, 35, 40, 
45, 50, 55 and 60. 

Other tables present the dividends paid in 
1925 on policies with deferred dividend periods 
10, 15 and 20 years. 


the 


of 5, 
Divistons Give Usetrut INFORMATION 

Among the other features of the 1025 edi- 
tion of the Life Agents Brief is a department 
devoted to group insurance containing rates, 
policy provisions and general analysis of the 
service rendered by the companies transacting 
this class of insurance. The rates and sur- 
render values for various classes of policies 
issued by the United States Government, with 
1925 dividends on three forms of policies, are 
also given. 

Synopses of the double indemnity feature 
for the various companies and a list of States 
permitting the use of preliminary term in- 


OTHER 


surance are presented, and the policy analysis 
embraces such features as total and permanent 
disability, incontestability, non-forfeiture, loan 
provisions and other desirable facts. All of 
these important provisions are presented most 
conveniently and compactly. 

For many years the Life Agents Brief has 
been deservedly a most popular vest pocket 
publication among insurance field men. Thou- 
sands of life insurance men have used and 
commended the Life Agents Brief, and it has 


II 











Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















proved itself to be a most valuable, convenient, 
compact and complete reference work. 

The 1925 edition contains 456 pages in olive 
green flexible binding, with title stamped in 
gold on the front cover. The price of this 
comprehensive vest pocket book, which is 
rightly regarded as a most indispensable part 
of the outfit of the progressive agents, is $2 


per copy. 


SPecIAL NOTICE 

The Handy Guide sells at $4.00 per copy, and 
the Life Agents Brief at $2.00 per copy. The 
publishers are making a special offer to fill 
orders for both books together for $5, pro- 
viding such orders are received by mail, 
accompanied by remittance, before May 30, 
1925. This particularly liberal offer merits 
favorable consideration and prompt acceptance 
by life agents. 

Prudential Aids Tornado Sufferers 

The Prudential Insurance Company of 
America, Newark, N. J., has declared as its 
contribution toward the alleviation of the suf- 
fering experienced in the tornado disaster a 
moratorium for the benefit of industrial policy- 
holders whose property losses may have ren- 
dered them unable to meet premium payments 
promptly. The company telegraphed its super- 
intendents in the affected areas not to require 
premium payments for the present, and to its 
field representatives to waive the usual proce- 
dure with regard to claim payments and pay 
beneficiaries of those who were killed the full 
amount of their policies on the spot.. 

These payments began the day after the tor- 
nado and were continued under the supervision 
of the district managers and several inspect- 
ors, including Special Inspector A. G. Hanford. 


Will Raise Second Million 

SEATTLE, Wasu., March 30.—The Sales 
Executives’ Club of the Seattle Life Under- 
writers Association has undertaken to raise the 
second million of the two million dollar endow- 
ment for the Seattle Othopedic Hospital, a 
campaign which has been going on for the past 
month. 
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ASSURANCE COMPANY, LTD. 
of London 
100 William St., New York 


PHOENIX 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 













FIRE AND LIFE 


ey 
i pASSURANCE CORPORATION, Ltd. 


— RICHARDSON, United States Manager 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 








FOR FOLDER 
SHOWING ELABORATE DISPLAY 








Four Spring Lines 


Certain forms of insurance are seasonal. That 
is, there are times of the year during which, be- 
cause of climatic or other conditions, they sell 
most readily. 


Hail Insurance, Tourist Baggage, Tornado and 
Windstorm and Automobile insurance are the 
most common, and all these forms have their 
easiest market in the spring. 


Hail insurance on growing crops is written from 
about March first to July—Tourist Baggage can 
be written best during the vacation periods; a 
great majority of the year’s new crop of automo- 
biles is bought during the spring and early summer; 
the most serious tornadoes and windstorms do 
their destruction in March and April. 


Spring then, should be the season for building 
and enlarging your business. Drives for the above 
named side lines will net a surprising increase in 
your commissions. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N., Y. 


CASH CAPITAL 
TEN MILLION DOLLARS 


ERNEST STURM 





PAUL L. HAID 
CHAIRMAN OF THE BOARD PRESIDENT 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 





























INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

toon Tia ilithes oo... ook is occis cies csv ccs cbcveeeee. 308,330.35 

RMI ose toc chorstasensisaus swsielaar’ $500,000.00 

PR RSI NG oo 555i6 Sis erence Giesacs aie’ 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
| EL TTF $3,276,142.97 

Wm. H. Palmer, President Wm. H. Palmer, Jr. a Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 























FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
(Denmark) 


New England Fire Insurance Co. 
(Massachusetts) 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











| PEARLS and VALUABLE JEWELRY may be insured 


against “all.risks in all situations” 


AF. SHAW & COMPANY 


General Agents 


ae, All Risks: Department 
cfeunt 


Fire & Marine Insurance Company. 


» Insurance Exchange Chicago, III. 


' 80: Maiden-Lane, New York City 


Cen UO th nes ONO eR 
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NEW YORK SURVEYS 

The August Webers of the Future—A 
daily paper announced awhile ago, and the tale 
has since been repeated in weekly papers, that 
cn March 17, 1925, August Weber had com- 
pleted sixty years of service with the Central 
Tire Insurance Company of Baltimore. It 
appears that it was on March 17, 1865, that 
Mr. Weber, then a boy of sixteen, entered the 
employ of this insurance company. The further 
sniouncement is made that his initial salary 
was $2.00 per week. This calls attention to 
the difficulty that the young man of the present 
dav has in establishing such a record: he can- 
not enter an insurance company today at a 
salary of $2.00 per week, hence all the fine 
occurrences which have been built on that an- 
cient condition must fall by the wayside. 
Where will the August Webers of the future 
come from? 

The Causes Are the Same.—In the “The 
Factory Mutual Record” there is published a 
summary of the fires which occurred during 
January, 1925, the probable causes and the loss. 
It is extremely interesting to note that they 
do not differ so very much from those which 
the stock companies report. For instance, there 
are 15 losses, cause electrical, short circuit; 15 
losses, cause sparks from engine; 14 losses, 
cause spontaneous ignition; I5 losses, cause 
foreign substance in stock; 6 losses, cause 
matches and smoking; 5 losses, cause open 
flames and torches; 9 losses, cause friction and 
hot bearings; 5 losses, cause heat from metal; 
4 losses, cause overheated oil, boiler and stoves; 
2 losses, cause lightning; 2 losses, cause defec- 


tive chimney; I loss, cause exposure. 


BOSTON AND VICINITY 

W. J. Cutler Dies —W. James Cutler, for 
some years associated with Field & Cowles as 
a broker, died at his home in Brockline last 
week at the age of 62. 

J. V. Klocker Joins London Staff.. —Joseph 
V. Klocker, for several years with the head 
office of the Boston, has resigned to join the 
New England field staff of the London Assur- 
ance, as of April 16. Mr. Klocker will have 
the title of associate special agent, with head- 
quarters in Boston. His territory will include 
Western Massachusetts and Vermont. 

G. W. McCarthy Makes a Change.—The 
Scottish Union & National announces the ap- 
pointment of George M. McCarthy of Boston 
a special agent for Maine, New Hampshire, 
Massachusetts (eastern) and Rhode Island, 
succeeding G. W. Kugler, resigned. Mr. Mc- 
Carthy’s headquarters will be at Boston, the 
change taking place April 2. 

Fire Patrol Meeting.—There was a full 
attendance at the annual meeting of the Boston 
Protective Department, held March 30, as it 
was expected that the meeting was to be 
Spirited. Manager W. E. Mailalieu, of the 
National Board of Fire Underwriters, and 


So 


President O. E. Schaefer of the Westchester 
were present. It was unanimously voted to 
accept the recommendation of the directors that 
$234,100 be expended for the maintenance of 
the department for the year 1925.. It was voted 
as the “sense of the meeting” that the assess- 
ment for the latter half of the year should not 
exceed two per cent. 


CHICAGO AND THE WEST 


Examiners Elect.—Officers have just been 
elected by the Association of Fire Insurance 
Examiners of Chicago as follows: President, 
J. V. Bernatz; vice-president, H. J. Pulling, 
Jr.; secretary, J. W. Cameron; treasurer, M. 
S. Garman; directors, F. L. Shaber, C. D. 
Redman. 

Alton Inspected.—An inspection of Alton, 
Ill., with a total of forty-five field men par- 
ticipating, has taken place under the auspices 
of the Illincis State Fire Prevention Associa- 
tion. The mercantile buildings were gone 
over together with public buildings, schools and 
The work was in charge of J. A. 
Waukegan 


hospitals. 
Giberson, a prominent local agent. 
will be inspected on May 15. 


C. H. Powers Appointed 

Charles L. Powers, who has been special 
agent of the Niagara Fire Insurance Company, 
New York, will become a new addition to the 
field staff of the Travelers Fire Insurance 
Company, Hartford, as manager of the Boston 
branch. He entered the insurance business 
with Simpson, Campbell and Company, at Bos- 


ton, in 1910, later was with OBrion, Russell 
& Co., and for the past six years with 
the Niagara Fire in New England. Mr. 


Powers is a graduate in law and is admitted 
to the bar in Massachusetts. 





Death of James H. Moore 

Cuicaco, Int., March 31.—James H. Moore, 
president of Moore, Case, Lyman & Hubbard, 
and for two years president of the Chicago 
Fire Underwriters Association, died Sunday 
afternoon at his home in Chicago. Mr. Moore 
was eighty-four years of age and a veteran of 
the Civil War. He was one of the most promi- 
nent figures in Chicago insurance circles. Born 
in Windham, N. H., Mr. Moore was employed 
by a bank in Elgin. Ill. At the outset of the 
Civil War he served as a first lieutenant, but 
retired in 1863 because of ill health. In 1865 
he came to Chicago to engage in the insurance 
business, the firm he joined being now known 
as Moore, Case, Lyman & Hubbard. He is 
survived by his widow, Mrs. Julia Tuthill 
Moore; three sons, Frederick W., John James 
and Harold T. Moore, and two daughters, Mrs. 
Charles S. Clarke and Mrs. Charles L. Cobb. 





CONTEST CLOSES 





Glens Falls Slogan Competition Ends 
With 150,000 Entries 
MRS. W. CARY MATTHEWS IS 
WINNER 





F. M. Smalley, T. Alfred Fleming and W. 
W. Orr Are Speakers as Slogans Are 
Turned Over to National Fire 
Protection Association 

The Glens Falls Insurance Company, Glens 
Falls, turned over more than 150,000 fire pre- 
vention slogans to the officials of the National 
Fire Protection Association last Saturday 
morning, as the result of a contest inaugu- 
rated last fall by the company throughout the 
United States and Canada. The presentation 
was made by Secretary F. M. Smalley at a 
meeting held in New York city, and was con- 
ducted in accordance with an announcement 
made by the company that it would deliver 
every slogan submitted during the contest to 
the National Fire Protection Association. 

Cash prizes totaling $2,000 have already been 
paid to the authors of the one hundred win- 
ning slogans, and five hundred certificates of 
honorable mention have been delivered to the 
writers of that number of mottoes deemed 
worthy of distinction by the board of judges, 
composed of T. Alfred Fleming, chairman, 
Fire Prevention Week Committee, National 
Fire Protection Association; J. H. Tregoe, 
sercetary-treasurer, National Association of 
Credit Men, and F. R. Bell, former president 


of the National Association of Insurance 
Agents. The first prize was won by Mrs. W. 
Cary Matthews of New Orleans, with the 


motto “Answer the Burning Question With 
Fire Prevention.” These words lent them- 
selves to treatment in a striking cartoon, which 
was published in the February issue of the 
Glens Falls Poster. In an excellent and in- 
structive presentation speech, the use of the 
cartoon was dedicated by Mr. Smalley to the 
cause of fire prevention through the N. F. P. A. 
A fitting reply, acknowledging acceptance, was 
made by Mr. Fleming, in which he stressed 
the importance of the slogans in reducing the 
nation’s enormous fire waste. He further de- 
clared that they would be used to great effect 
on letterheads, monthly statements, hotel 
menus, advertisements, and in thousands of 
avenues of reaching the homes throughout the 
country. W. W. Orr, Eastern manager of the 
National Association of Credit Men, came next 
with a few well-chosen remarks, in which he 
praised the public in their splendid response to 
the contest. 


E. Hugh Miller Appointed 
Sart Laxe City, Uran, March 
Hugh Miller, prominent in local 
circles and associated in the past with the 
Jennings insurance agency, among others, and 
at one time in the fire insurance business in 
Denver, Colo., has been appointed head of the 
insurance department of the Tracy Loan and 
Trust Company. 


27.—E. 
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NOW READY 


THE LIFE AGENTS BRIEF 


for 1925 
First in the Field with the new Rates 





Dividend Schedules, Surrender Values, Net Costs, Policy 
Provisions, Group Rates, Industrial Rates, etc. 


The only book arranged by ages—the only logical 
and proper way to present this class of information. 


Price, $2.00 
Wholesale Rates on Application 


ORDER NOW 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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THE WOMAN’S BENEFIT ASSOCIATION | 
| 
| 


a tie al 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 








OF THE MACCABEES 

ORGANIZED OCTOBER 1, 1892 
LargestFraternal Benefit Society in the World Composed Exclusively of Women 
The Rates are Adequate 
Total Membership is over 268,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 


Its Reviews are Social and Welfare Centers in the country to-day. 
Write for Information to 


get ne | DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


Supreme Record Keeper, Port Huron, Michigan | 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 
THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 


THE TERRITORY. 


MISS BINA M. WEST 
Supreme Commander, Port Huron, Michigan 
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HUGE FIRE LOSS 


Mallalieu Comments Force- 
fully Upon Loss Due to 
Carelessness 





w. E 





BURNABLE VALUES HEAVILY 
INCREASED 





prominent Insurance Man Emphasizes the 
Great Daily Loss by Fire 
By W. E. MALLALiev, 
General Manager, National Board of Fire 
Underwriters 
At the present time, America is burning up 
aterial assets at the rate of well over half 


its m 
In 1923, for example, 


4 billion dollars a year. 
the figure was more than $535,372,000, the 
highest peak of destruction touched thus far. 
and about $331,000,000 in excess of the total 
of ten years ago. Coincidental with this anni- 
hilation of property occur fatalities estimated 
at 13,000 annually, besides injuries to 17,000 
persons. 

Probably you are 
tremendous waste continues year after year on 
a decidedly ascending scale, and it should be 
reasons for it 


wondering why _ this 


said that there are several 
although the basic one is the comparative in- 
diference of the average citizen to the extent 
the American bill for fire. This indifference 
is predicated to a great extent upon the fallaci- 
ous notion that if property is insured no real 


loss has occurred; a proposition which will be 


| given further consideration a little later on. 


Burnable values have increased heavily over 
the course of the past few years, and this 
enhancement accounts in a large measure for 
The growth in popula- 
tion has also been a factor and this is true like- 
wise of the congestion of population in the 
large cities, and the concentration of values in 
trade centers. 

Imagine the situation, gentlemen, if the emi- 
nent Secretary of the Treasury, as the repre- 
sentative of the American people, started each 
(ay’s work by causing to be thrown into the 
bottomless reaches of the Atlantic Ocean a load 
of gold pieces worth $1,500,000, or an amount 
equivalent to the per diem average of our na- 
tional destruction by burning! 

If Mr. Mellon should indulge in such a 
matutinal pastime, the country would first stand 
aghast and then would call for an immediate 
iwestigation by an authority on mental 
tiseases. And yet, gentlemen, the American 
blic is staging practically the same perform- 
ace every day in the year. 

Let us consider for a brief space what it 
"eans to the country to reduce to smoke and 
“ame, each year, more than half a billion dol- 
ats of material wealth, not to mention the 
ws of human assets that accompanies the fire 
iéstruction. 


the augmented losses. 


th the first place, it results in throwing away 
me, labor and materials, for burned property 
‘never be restored; it takes out of circula- 


—. 


Fr 
Rae address before National Fire Waste Council. 
‘Stington, March 27, 





tion in productive channels the tremendous 
aggregate of insurance payments that other- 
wise would be employed to promote commerce 
and industry. 

When burned structures are not rebuilt, the 
taxes they formerly paid must be pro-rated 
over the remaining property, and thus fire 
losses add to taxes. They also augment tax 
levies by making necessary the maintenance of 
larger fire departments, with more expensive 
apparatus. Heavy fire losses naturally affect 
insurance rates adversely, whereas a favorable 
fire record results in lower premium charges. 

These are the general effects of fire loss, but 
in individual instances the aftermath of the 
flame’s visit is even more striking and regret- 
Take, for example, an extensive plant 
work and with a 


table. 
engaged in a special line of 
force of operatives carefully gathered together 
and trained during a period of years to turn 
out a certain product. I recall such a factory 
in a fair-sized Ohio town that one day was 
swept by fire until it was merely a blackened 


ruin. It happened that the owners decided not 
to rebuild and the thousand and more 
employees were thrown out of work. Since 


they were skilled in only one line of endeavor, 
there were few openings for them in that town, 
and with the stoppage of wage payments their 
improverishment soon began to be felt. Sav- 
ings bank balances and building and loan ac- 
counts had to be drawn upon; purchases of 
were abruptly curtailed; land- 
jords had to wait for their rents or go with- 
amusement fell to practically 
and church contributions 
Soon there began an exodus to other 


merchandise 
out, business 
nothing were at a 
minimum. 
places where work was to be had: children 
were taken from the schools, families were dis- 
rupted, and eventually the town became only a 
shadow of its former prosperous self—and all 
because of fire. 

(Here Mr. Mallalieu described many fea- 
tures of safe construction, giving reasons for 
using particular methods and devices.) 

The manufacturer owes it to his employees, 
as well as to himself, to see that good house- 
practical throughout entire 
By good housekeeping is meant the 
maintenance of the premises free from ac- 
cumulations of rubbish of all kinds in cel- 
attics, and other places, and 
the proper storage and use of packing ma- 
terials. Uncleanliness and fire go 
hand in hand, and buildings of the most fire- 
resistive construction may have blazes among 
their contents if poor housekeeping is the rule. 
The factory where piles of litter are in evi- 
dence is likely to be the plant where discipline 
is so slack that the workmen are permitted to 
smoke while on duty; where fire escapes are 
insfficient; where stairways are blocked and 
where fire dangers in general are overlooked. 

These various points, which have been set 
forth as a background for the fire destruction 
picture, cover in a general way matters that 


keeping is his 


plant. 


lars, yards 


hazard 


should be given attention by the conscientious 
industrial executive if reasonable’ safety is to 
he achieved. 
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FIRE PREVENTION 


Methods and Experience of Whole- 
sale Druggists 





FINE RESULTS OF CAMPAIGN 


Risks Have Been Improved and Insurance 
Premiums Lowered 


By C. H. WaTERBURY, 


Secretary, National Wholesale Druggists 
Association 

When considering the benefits derived from 
a campaign of fire prevention, the first thought 
is nearly always of the monetary savings in 
insurance premiums. True, these are rmpor- 
tant and, in the case of members of the Na- 
tional Wholesale Druggists Association, these 
have been very substantial over a period of 
years. These savings are such as to be re- 
flected in the expense account from year to 
year. But of even greater significance than 
these more immediately visible dollar savings 
are the very great economic advantages that 
have been derived from a minimum of lost 
operating time and a maximum of continuous 
operation. The number of days lost by mem- 
hers of the National Wholesale Druggists 
Association from year to year because of 
appreciable interruption by fire, is nil. 

An early investigation (1878) showed wide 
differences in the rating of wholesale drug 
houses for fire insurance purposes. In order 
to prevent undue discrimination against mem- 
bers, a committee on fire insurance was cre- 
ated the National Wholesale Druggists 
Association to confer with underwriters. There 
was some difficulty in overcoming the preju- 
dices of the insurance companies which re- 
garded drug stocks as most undesirable risks, 
but consistent and systematic educational work 
has overcome most of them, so that now very 
favorable rates are enjoyed by wholesale drug- 
gists. 

For years careful records were kept by the 
Association showing the kind and nature of 
losses. These data were most effectively used 
by the committee and by members in securing 
more favorable consideration at the hands of 
insurance companies. The full and frank dis- 
cussion of the various causes of loss have 
proved a most powerful educational force by 
making it possible for members to learn what 
steps are necessary to prevent fires and how 
to protect their buildings and stock from un- 
due hazards. 

In 1906 a comprehensive analysis of the haz- 
ards of the wholesale drug business was made. 
The report covered one hundred and sixty-five 
cities and gave such information as the type of 
construction occupied by members, equipment 
in the way of sprinklers, fire walls, shutters, 
standpipes, hose, character of lighting, type of 
heating apparatus, automatic alarm systems, 
presence of watchman, etc. Five years later 


by 


From address before National Fire Waste Council, 
Washington, March 27. 


(Continued on page 31) 
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INCORPORATED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1924 


PAG Bhs Ak toe crear cue mise oui Gee $41,521,283 .17 
LOD BUITE ea See oe, aA ae ee Nae eee Pan te 36,164,159 .74 
Capttaliand Guiplus. .. sos... 6s deeb os ecedee 5,357,123 .43 
IMENTANCE AH HOLCe, o.oo. s ck vice bdc es scceecd 273,540,675 .00 
Payments to Policyholders..............ee00. 3,036,319 .80 


Total Payments to Policyholders since 
WOTPANIZAHION s «5:5 ocsccewaccrnwaeniee $35,784,215 .15 


JOHN G. WALKER, President 
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WORTH LOOKING INTO 


An Eastern Mutual Life Insurance Company would 
like to get in touch with a man with a good record as a 
persona] producer who believes that he can success- 
fully organize and operate a general agency of his own. 


They particularly need an AGENCY MANAGER 
for COLUMBUS, OHIO, and surrounding territory 
where they are not now represented, but have other 
agency openings in Ohio and Pennsylvania. 


All inquiries will be held in confidence, of course, and 
an interview arranged with a Home Office official. 


Address 
‘‘Westchester’’ Care of THE SPECTATOR 
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WILLIAM ALEXANDER’S 


EDUCATIONAL SERIES FOR 
LIFE UNDERWRITERS 


LIFE INSURANCE 


1. What Life Insurance Is and What It Does 


Practice may teach the agent how to sell insur. 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the ‘‘strength of the everlasting 
hills.” This book explains these basic facts, 
They are essential to the successful salesman (1) 
because familiarity with them gives him unbound- 
ed courage, and (2) because they enable him to 
— his cause with convincing force. Price 

50. 


2. How To Sell Insurance 


The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and build up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It will 
also be useful to those who are engaged in the work 
of training inexperienced agents. Price $2.00. 


3. The Prosperous Agent 


This little book is for the guidance of experi- 
enced and inexperienced agents alike. It givesa 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. Price $1.50. 


4. The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagl- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. Price $2.00. 


5. One Hundred Ways of Canvassing For Life 
Insurance 


This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 


plans. Price $3.50. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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BUYS FIRST REINSURANCE 





Rossia to Absorb Company on April 9 





PRICE IS $225 PER SHARE 





Deal to Go Through Provided Majority of 
Stock Is Deposited 





The First Reinsurance Company of Hart- 
ford, Conn., will be absorbed by the Rossia 
Insurance Company of the same city, according 
to the recommendations of a circular sent to 
stockholders on Friday of last week. The deal 
will go through on April 9 provided that at 
least 51 per cent of the stock of the Virst 
Reinsurance is deposited with the State Bank 
& Trust Company at Hartford on or before 
that date. The directors of the First Re- 
insurance have accepted the offer made by the 
Rossia, and, under an agreement made with 
a committee of stockholders, the price paid will 
be $225 per share. The directors of the First 
Reinsurance have also announced their inten- 
tion of declaring a dividend of $25 per share 
to stockholders of record prior to the transfer 
of stock to the Rossia. It is understood that 
there will be no hitch in the program, as more 
than the needed amount of stock is said to be 
in favor of the transaction. 

The announcement of the absorption was 
formulated by a committee of stockholders of 
the First Reinsurance composed of H. H. 
Stryker, Samuel Ludlow, Jr., and Richard M. 
Bissel. The sale of the company was actually 
projected some time ago when the Rossia made 
an offer for the business with the understand- 
ing that the charter of the First Reinsurance 
would be all life re- 
insurance from its assets and liabilities. The 
alteration of the charter to comply with this 
amendment was recently granted by the Con- 
necticut legislature, and the [irst Reinsurance 
sold its life insurance business to the Sun Life 
of Canada. 


amended to eliminate 


1924 Not Profitable Year for Fire 
Companies in Virginia 

Ricomonp, VA., March 30.—Nineteen 
hundred and twenty-four was not a profitable 
year for fire insurance companies writing a 
large volume of business in Virginia. Some 
of the companies writing a small volume, or 
restricted lines, came out well enough, but 
these with a large exposure, in the main, had 
high loss ratios. The Hartford lead in net 
premiums written, with a total of $710,928. 
Its losses incurred were $420,205. The Home 
came second, with $533,083 net premiums and 
$234,168 net losses. The A&tna followed with 
$422,734 net premiums and $343,330 net losses. 
The Globe & Rutgers had a higher loss ratio 
than any of the stock companies writing a 
large volume of business. Its net premiums 
amounted to $316,436, with losses of $250,666. 
Among the mutual companies, the Northern 
Neck of Virginia led in premiums with a 
volume of $101,903, against which it incurred 
$74,286 net losses. Writing a smaller volume 


of premiums, the Mutual Assurance Society of 
Virginia had a higher loss ratio. Its premiums 


were $56,412, with losses of $60,855. The 
Hardware Dealers Mutual of Wisconsin wrote 
$35,502 net premiums, with $42,826 incurred 
losses, 


J. D. SIMPSON ADVANCED 
Former Assistant Manager Goes to Head 
Office—Associates Present Gifts 
J. D. Simpson, assistant manager of the 
Ikastern Department of the United States 
branch of the Liverpool and London and Globe 
Insurance Company, has been appointed to an 
executive position at the head office of the or- 
ganization in Liverpool. Mr. Simpson sailed 

for England yesterday. 

Before his departure, Mr. Simpson, who was 
very popular with all with whom he came in 
contact, was presented with a handsome Tiffany 
watch by the branch managers, State agents, 
and special agents of the company. lHlenry 
M. Fenton, manager cf the Boston branch, 


made the presentation at a three-day con- 


ference which took place recently in New 
York city. In addition to the watch, Mr. 
Simpson received a_ beautiful grandfather 


clock, the gift of his department. Accompany- 
ing this farewell tribute was a silver plate 
presented at the conclusion of a speech of ap- 
preciation by United States Manager Thomas 
H. Anderson. The plate was inscribed with 
the following: Presented as a token of affec- 
tion to J. D. Simpson by his office associates 
in the Liverpool and London and Globe In- 
surance Company, Ltd., New York, March 30, 
1925. 

Mr. Simpson came to the department in 1¢21 
from the Canadian branch, where he occupied 
an executive post. 
executives on the staff of the organization, and 
his associates say he is bound to go far be- 
cause of his keen analytical mind and his wide 
the business, together with a 
pleasing personality. 


He is one of the youngest 


knowledge of 





Nippon Fire Adds Largely to Surplus 

As a result of the operations of the Nippon 
Fire Insurance Company, of Japan, 
through its United States branch, in 1924, the 
surplus of the latter was over 
$191,000, after more than $21,000 had been re- 
mitted to the company’s home The 
Nippon Fire writes reinsurance in the United 
States through the well known highly 
reputable firm of Fester, Fothergill & Hartung, 
New York, and at the end of 1024 its resources 
in this country amounted to $962,882, while its 
surplus over all liabilities was $719,946. In- 
cluded among ‘ts liabilities is an unearned 
premium reserve of $185,808. The outcome of 
the company’s underwriting transactions in the 
United States in 1924 was a profit of $156,048, 
while its interest and gains from investments 
was $56,570, yielding total gains of $212,610. 
Out of this sum the American branch remitted 
to the company’s home office $21,025, and added 
the sum of $191,583 to its surplus. The Nippon 
Fire and its American managers stand high in 
the esteem of fire underwriters in this country 
because of the equitable and _ businesslike 
methods pursued by them, and also on account 
ef the financial strength of the company. 
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JOINS NATIONAL LIBERTY 


N. T. Robertson Becomes Vice=Presi- 
dent of Two Companies 


FORMER PRESIDENT OF 
CONTINENTAL 


Latest Addition to National Liberty and 
Baltimore American—No Further 
Change Contemplated 


Norman T. Robertson, former president of 
the Continental Insurance Company, has been 
elected vice-president of the National Liberty 
Fire Insurance Company and the Baltimore 
American Insurance Company. The appoint- 
ment became effective yesterday. With this 
election the two above-menticned companies 
have added another strong executive to their 
staff, as Mr. Robertson is exceptionally well 
equipped with a nation wide underwriting ex- 
perience and a keen and discerning judgment 
as to insurance problems, acquired during his 
twenty-two years’ experience in the business. 

After two years’ attendance at the University 





ROBERTSON 


NORMAN T. 


of Texas, Mr. Robertson entered the insurance 
business at Houston, Texas, with the firm of 
Cravens & Cravens, Dargan & 


Kelly, now 


Company, in 1¢03: later he became special 
agent for them. In 1904, one year afterward, 
he had won for himself a sufficiently er-viable 
reputation as a producer and he accepted an 
offer to join the forces of the Continental In- 
surance Company as Texas Special Agent. 
After two years in this position he had made 
himself so valuable that in 1906 he was trans- 
ferred to the home office as examiner of the 
Southern department. In 1912 he was assigned 
to the management of the Southern department 
of the Fidelity-Phenix, secre- 
tary of the company in 1018: 1919 came and 
he was transferred to the Western department 
of the latter organization as assistant manager, 
and in 1921 was chosen to head the American 
Eagle. 


being elected 
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Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| Frederic H. Rhodes, President | 





This Company has always pursued those policies 
in the conduct of its business that have given it 
a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to 
its policyholders. 


Has always extended reasonable assistance and en- 
couragement to its representatives to develop 
and hold their business. 


Its policy contracts give to each individual insurer 
full protection, safeguarding, at the same time, 
the interest of all its policyholders. 


JOHN BARKER ROBERT H. DAVENPORT 


$10,000.00 a Year 


WE ARE PAYING THIS in earned commissions 
to men who never made half as much before. 

_ We can’t write the applications for you but we do 
give our agents unlimited scope to exercise thei 
abilities in selling LOW COST INSURANCE for g 
good company. 

_ WE PAY INCREASED COMMISSIONS for 
increased volume, either personal or written through 
agents, and offer EVERY ENCOURAGEMENT ty 
growth and development. | ns 


You Deal Direct With}the Home Office. 


UNRESTRICTED TERRITORY, 

VESTED RENEWALS, 

AUTOMATIC PROMOTION, 
OVERWRITING§ONJAPPOINTMENTS, 

— FOR $50,000 or $100,000 personal Jproduc- 
ion, 


.m& PERFECTED ENDOWMENTS TO SELL. 











These are some_of the Advantages We,Offer 
—.We Have Entered, California. 


The }Columbus Mutual gLife sinsurance (Co. 
580 E. Broad ;St., Columbus, Ohio 











Vice-President Secretary poe 
C. W. Brandon,‘President D.'E. Ball, Vice Pres. & Sec’y, 
ee Pee anne A REAL HELP FOR EVERY AGENT 
MINNEAPOLIS RICHMOND ; —- 


Marsh & McLennan 
INSURANCE 
Marine 


Fire Liability 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 
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AGENTS KEY 


TO 


FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 


A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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EARTHQUAKE RATES REVISED 
ion Conference Issues Schedule of 


:xplos : 
~~ Rules—Standard Policy Con- 
tract Drafted 
Revised rates and rules for earthquake insur- 


ance are now being issued by the Explosion 
Conference, which has assumed jurisdiction 
over this class of insurance contract. The new 
rates have been filed with the insurance depart- 
ment and became effective on April 1. A stand- 
ard policy contract has been drafted, and as 
soon as approved by counsel will be issued to 
members. The new rates, which are given here- 
with, are somewhat lower than heretofore 
quoted, and it will be noted private dwellings, 
Class A, can be written without co-insurance. 
The rates and rules apply in all territory out- 
side of that under the jurisdiction of the Board 
of Fire Underwriters of the Pacific and are 
as follows: 

Definitions of Classes A. B. C and D: 

Class A—Buildings occupied exclusively as 
private dwellings by not more than three fami- 
lies, including private garages and private 
barns used in connection therewith. 

Class B—Fire-proof buildings of steel frame 
or reinforced concrete or any other structure 
of non-combustible material throughout. 

Class C—AIll buildings not included in 
Classes A and B, not over five stories in height 
and not over 5000 square feet in ground floor 
area. 

Class D—AIl buildings and (or) structures 
not included in Classes A, B and C. A clause 
is inserted, however, that in risks of varying 
construction, if not less than 85 per cent of the 
values involved are of one kind of construc- 
tion, the risk may be written at the rate of 
the predominating construction. Otherwise, 
the risk must take the rate of the highest con- 
struction, unless specific items are applied to 
each character. 


The rates are: Class A—o4. (See follow- 
ing notes) : 

Class B—.o4 (50 per cent co-insurance 
clause). 

Class C—.o5 (50 per cent co-insurance 
clause). 

Class D—.o6 (50 per cent co-insurance 
clause). 


Co-Insurance Charges and Credits—For the 
attachment of a co-insurance clause other than 
50 per cent, the following table must be ap- 
plied : 

For 25 per cent co-insurance clause see Note 
No. 2. 

For 60 per cent co-insurance clause deduct 
12.5 per cent. 

For 70 per cent co-insurance clause deduct 
22.5 per cent. 

For 80 per cent co-insurance clause deduct 
30 per cent. 

For 00 per cent co-insurance clause deduct 
35 per cent. 

For 100 per cent co-insurance clause deduct 
40 per cent. 

Note No. 1—Class A property: A co-insur- 
ance clause is not required for policies written 
to cover property of this class. If a co-insur- 


ance clause is attached no credit for same shall 
be allowed in the rate. 

Note No. 2—Policies on Classes B, C and 
D may be written with the 25 per cent co-in- 
surance clause, provided a pro rata distribu- 
tion clause is used and the rate increased 50 
per cent over the existing 50 per cent co-in- 
surance rate applying to the risk. 

Note No. 3—Where co-insurance is pro- 
hibited by law the rate shall be ten times the 
50 per cent co-insurance rate. 


Contents—Rates on contents to be same as 
building rate. 

Rates for Rent and Rental Value Insurance 
—This class of insurance shall be written un- 
der a form based upon annual rents or annual 
rental value. 


Class A—Seventy-five per cent of the flat 
rate. 


Ciasses B, C and D—One hundred per cent 
coinsurance property damage rate. 

Rates for Use and Occupancy Insurance— 
Rates to be the same as applying to rent and 
rental value policies. 

Term Rule—Policies covering any class of 
property may be written for a term other than 
one year at the following rates: For two 
years at one and three-fourths annual pre- 
miums; for three years at two and one-half 
annual premiums; for four years at three and 
one-fourth annual premiums; for five years at 
four annual premiums. 

Minimum Premium—A minimum premium 
shall be charged (when not in violation of 
law) of $3. 

Commission and Brokerage—Brokerage shall 
be limited to 10 per cent, commission to agents 
or sub-agents 15 per cent and commission to 
general agents 20 per cent. 

Policy Contract—Earthquake insurance shall 
be assumed under the standard policy contract. 

Forms—Rent, rental value and use and occu- 
pancy policies shall be issued under the usual 
form applicable to fire insurance policies in 
the locality in which the risk is located, sub- 
stituting the word earthquake for the word 
fire whenever occurring in the form and void- 
ing such clauses as do not apply to earthquake 
insurance. 

Foundations—Foundations as to buildings 
shall not be excluded where a co-insurance 
clause is used. 





S. E. U. A. Gains New Members 

A conference was held in New York city last 
week between a committee of the South- 
Eastern Underwriters’ Association and certain 
non-association companies, which promises to 
result in a materially increased membership to 
the former body. It was decided that a 
specially called meeting of the association will 
be held at Hotel Washington, Washington, 
D. C. on April 9, when applications for 
membership will be acted upon. This meeting 
will be the forerunner of important changes 
in the South, as it indicates a successful out- 
come of the negotiations which have been in 
progress for a number of months. 
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M. M. HAWXHURST DIES 


Was Prominent Field Man and Member 
of Blue Goose 


Merritt M. Hawxhurst, State agent in Mich- 
igan for the London Assurance Corporation, 
died at his home in Ann Arbor last Thursday 
after an illness of several weeks’ duration. Mr. 
Hawxhurst was sixty years of age and is sur- 
vived by Mrs. Hawxhurst and two daughters. 
Mr. Hawxhurst’s death was due to a peculiar 
disease which the physicians had great diffi- 
culty in diagnosing. The complaint soon gave 
every evidence of being a complication of sev- 
eral diseases but had no distinctive character- 
istic proclaiming it of any particular class. 
Early in February Mr. Hawxhurst was re- 
moved to a hospital for observation. Later he 
was taken home, and in March it was said he 
showed great improvement, although he re- 
tained extreme nervousness and a labored res- 
piration. Few supposed the illness to be really 
serious until last week United States Man- 
ager John H. Packard of the London visited 
Mr. Hawxhurst, and learned that the latter 
was very sick. 

Mr. Hawxhurst began his insurance career 
with the old Insurance Survey Bureau of Chi- 
cago. In this position he garnered the experi- 
ence that denotes the completion of apprentice- 
ship. Upon leaving the bureau, Mr. Hawx- 
hurst was special agent of the Michigan Fire 
and Marine in Wisconsin and Minnesota for 
several years, then special agent of the Niagara 
Fire in Michigan for seven years. In May, 
1919, he became State agent for the London 
Assurance. Mr. Hawxhurst was an eminent fire 
prevention work leader and took a large and 
active interest in the work carried on by the 
Blue Goose. He held various offices in the 
Michigan pond and in the grand nest, finally 
becoming most loyal gander. 


E. G. Froeb Made Vice-President 


Edward G. Froeb, who resigned as secretary 
of the Central Fire Agency. Inc., has joined 
the force of T. A. Duffey Company, Inc. This 
office handles business throughout the United 
States, Canada, Cuba and Mexico. T. A. 
Duffey & Co. are also general agents writing 
automobile, fire, theft, property damage and 
collision, and are head suburban agents. The 
officers of this enterprising firm are T. A. 
Duffey, president; Frank H. Gibson, vice- 
president, and Mr. Froeb, vice-president in 
charge of the metropolitan district. 





Keystone Auto Club Licensed 

Insurance Commissioner McCulloch has 
granted a license to the Keystone Automobile 
Club, permitting the club to write all forms 
of automobile coverages. It was made public 
previously that the club was planning to write 
insurance for its membership on a reciprocal 
basis. There is a great opposition to this plan 
by a number of Philadelphia insurance men 
who regard this new form of activity as an 
encroachment on the domain of established 
legitimate business. 
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To Our Agency Force, 
SPEAKING AGAIN OF NEWSPAPER HEADLINES-- 


Frequently--TOO FREQUENTLY, WE ARE SORRY TO SAY-- we see headings 
about like this--"BOILER EXPLOSION KILLS TWO"--"THREE INJURED"--"ONE 
MAY DIE"--"PLANT WRECKED". 


What a wonderful argument--IF USED IMMEDIATELY--for the purchase of 
Boiler Insurance. A Boiler Policy can be written COVERING DAMAGE 

to Property of the ASSURED and OTHERS. Personal INJURY to the persons 
OTHER than the EMPLOYEES of the ASSURED, and FATAL INJURIES to the 
Employees of the Assured. 


Our Boiler Policies provide for REGULAR INSPECTIONS by Expert Boiler 
Men, whose recommendaticns--IF CARRIED OUT--will aid in PREVENTING 
explosions, delays, shut-downs and loss of life and property. 
Boilers don't make any ANNOUNCEMENTS about when they are going to 
explode. THEY JUST UP AND DO IT. QUICK AND SUDDEN LIKE, without any 
WARNING whatever. And after it happens, the DAMAGE to property, 

not to mention the DAMAGE TO PERSONS, will involve much MORE EXPENSE 
than the premium will AMOUNT TO FOR MANY YEARS. 


Here's ANOTHER thought that comes right along with the "boiler bust- 
ing" idea-- 


When a FLY WHEEL EXPLODES, it usually does MORE DAMAGE than a Boiler 
behaving the SAME WAY. It comes QUICK TOO, and doesn't send out any 
INVITATIONS to the party. GET AFTER the Fly Wheel business. It's 

a GOOD line--WITH POSSIBILITIES--and it PAYS. 


OF COURSE before you start after this Boiler and Fly Wheel Business, 
you'll KNOW whether or not the Man you are after is carrying COMPEN- 
SATION. If he isn't, you've got THREE things to sell him-- 


AND WE KNOW YOU'LL DO IT. 


Yours explosively, 


Liter dey 
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HAT are the casualty companies going 
to do about the payroll audit problem 
in the New York metropolitan district? That 
is the question now being asked by many insur- 
ance executives. When it comes to writing 
workmen’s compensation business all of them 
agree that conditions in the section named are 
bad. The reason for this is very simple. The 
deposit premium for such coverage is all well 
and good, but it is on the payroll audit pre- 
mium that the companies figuratively stub their 
toes; and it is here that the cards, in many in- 
stances, are stacked against them. First, their 
auditors are subjected to attemped bribery (as 
has already been forcefully brought out by one 
company’s action); and, second, even if the 
particular auditor is scrupulously honest, he 
may be confronted with an audit system which 
is either entirely false or upon which the fig- 
ures have been “doctored.” Naturally, this 
situation is not met with in every case, but it 
does occur with alarming frequency. Now, a 
company may suspect that an insured keeps a 
set of books for tax purposes, a set tor insur- 
ance reasons, and a set for its actual function- 
ing, yet proving that suspicion is practically 
impossible. Meanwhile, the operation of falsi- 
fying payroll audits goes blithely on. Once 
again: “What do the companies intend doing 
to remedy the evil?” 
HE Acquisition Cost Conference has again 
met, talked and formulated plans. In 
ract, formulating choice plans “is the fondest 
thing the Conference is of.” Apt phrases 
and carefully nurtured ideas are specialty pro- 
ductions with that organization. The only pit 
in the grapefruit is that the members neglect 
to evolve plans to put the proposed plans into 
effect! So long as distrust exists, so long as 
agreements are entered into and then promptly 
disregarded, and so long as some companies 
withhold representation at the Conference 
meetings, acquisition costs will continue to 
plague the casualty. business. “And that means 
forever, Acushla machree !” 


IVE robbers, armed with revolvers, held 
up the Bedford branch of the Prudential 
Insurance Company at Brooklyn, New York, 
last week, and succeeded in escaping with 
$8,200. Miss Agnes Smith, a clerk in the office, 


was able to save $1,300 of the company’s 
Money by sweeping it into a waste basket when 
told to raise her hands above her head. The 


WHY PREMIUMS INCREASE 
Original thinking has always been the 
mark of 
vice-president and general man- 
ager of the Hart- 


trade success. Norman Rk. 


Voray, 





ford Accident and 
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an executive 


whose remarks 
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original tdeas. In 
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discussing the 


sound, 


tremendous increase in 
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approximately the 

“T wonder if the present increase in 
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era! At one 
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utilised in other devel- 


premiums is not 
dawn of a 
time were 

and free of mortgages. 


insurance 
from the new 
owned 


Then 


because the 


homes 


came into vogue 


released could be 


money 


opments. A mortgage, instead of being 
looked upon as a kind of stigma, came 
to be recognised as a decided asset and 
as a means of extending credit and 


strengthening commerce by the circula 
tion of funds which would otherwise be 
picce of real estate. 


licd up in a single 


Placed upon a true financial basis, mort- 
gages are visualised as 
of industry. The 


has come to be applied to insurance, so 


now stabilizers 


idea ‘caught on’, and 
that insurance is seen as a mortgage on 


future cfforts which are certain of 
achievement. The widespread theory of 
certifying and protecting the future 
through the advantages of tnsurance 
appears to be 


increase im 
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‘mortgages one reason for 


the gigantic insurance pre- 
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thieves failed to notice the brave action. This 
crime makes The Observation Post wonder 
whether casualty agents are alive to the pos- 
insuring fire and life companies 
and hold-up. Reciprocity is 
a good thing for any business, and if a casualty 
agent takes out life insurance with a given 
company, there is no reason why he should 
not expect that company to carry adequate 
burglary, theft and hold-up insurance. The 
idea is worth investigation. 


sibilities of 
against burglary 


21 


M. O. GARNER ELECTED 








Succeeds E. M. Linville as President 
of New York Indemnity 





ILL HEALTH REPORT ERRONEOUS 





Company Head Is General Counsel of 
National Surety 


E. M. Linville, president of the New York 
Indemnity Company, has resigned from that 
post and M. O. Garner, general counsel of the 
National Surety Company, has been elected in 
his place. This action was taken at a meeting 
of the board of directors, held at the home 
office in New York city on Wednesday of last 
week. It had not been entirely unexpected, as 
rumors to this effect have been current ever 
since early in February, but it had been under- 
stood that Mr. Linville would change his mind 
and remain. 


One insurance newspaper stated that the 
resignation had been made on the ground of 
ill health on the part of Mr. Linville, but THe 
SPECTATOR hesitated to accept this and com- 
municated with Mr. Linville directly. He, al- 
though stating that he had nothing to say in 
regard to the action taken, positively denied 
the supposition of illness. Those who “are in 
the know” refused to comment, but intimated 
that surety and casualty lines are not exactly 
alike and that Mr. Linville was a casualty ex- 
ecutive of unusual ability, independent thought 
and successful endeavor. As confirmation of 
this, they pointed to the fact that the New 
York Indemnity Company, under his ad- 
ministration, has made a wonderful record 
since organization and now over 1300 
agents operating in 42 States, and closed 1924 
with net premiums of $6,643,688. Mr. Lin- 
ville had been president of the company prac- 
tically since it started. 

M. O. Garner, the president of the 
New York Indemnity Company is an insurance 
man of long experience. Field work and 
home office administration have been combined 
in his career in such a way as to produce a 
character well-fitted to the duties he now 
undertakes. During eleven years spent in the 
service of the Maryland Casualty Company of 
Baltimore, Mr. Garner wen an enviable repu- 
tation for foresight and managerial talent. At 
the end of that time, he joined the National 
Surety Company, and, last January, was made 
cne of its two general counsels. In that capa- 
city he became favorably known to insurance 
men all over the country, and is intimately 
acquainted with successful general agents and 
brokers. 


has 
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PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 





DISTINCTIVE AGENCY SERVICE: 


The Mutual Benefit through its 
educational methods affords every 
opportunity to its representatives 
to so fit themselves that they may 
be competent to give sound advice 
to their clients along Life Insurance 
lines. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 

















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 


Manager of Agencies 








SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN. 























1857 1925 


Ghe Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 
for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE Co. 
ST. LOUIS, MO. 


Admitted Assets, Jan. 1, 1925 cone 


—atRN 






arHER $5,025,565.70 63 ww? 
oR y LIFE 
iF E Nie | HEALTH 
L- Jae ah ACCIDENT 
LIBR PP Ea = OLICY 
Liggae Am == ONE PREMIUM 
CR A 2/2} —PAYS— 
INSURANCECO. aaauee = cael 
Northern Life Building BY ACCIDENT 
a Loss of Hands, Feet, 


SEATTLE, U.S.A. 





Eyes 
> | Permanent Disability 
HOME OFFICE, SEATTLE, U.S.A. Benefits 


Month! merities 
Reliable Represeatatives Wanted toons aig execs 





D. B. MORGAN 
President 
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NEW DIFFICULTIES 





Interstate Casualty Company’s 
Troubles 





RECEIVER RESUMES PROBE 





Affairs in Tangled Condition—Charges and 
Denials Prevalent 

Sr, Louts, Mo., April 1.—Before United 
States District Judge Charles Davis, on March 
24and March 25, former Supreme Court Judge 
Charles G. Revelle, now receiver for the Inter- 
state Casualty Company, undertook to 
scramble the affairs of that company. 

Perhaps the most startling bit of informa- 
tion imparted to the court was the statement 
of J. C. Martin, deputy bank examiner, who 
is receiver for the Citizens’ Trust Company at 
Gorin, Mo. 

He said that a balance of $106,059.81 sup- 
nosed to be to the credit of the Interstate Cas- 
ualty Company on the books of the bank when 
it closed its doors was checked off through a 
check issued on June 14, 1924, and that so far 
as the bank was concerned the account was 
closed. 

Judge Revelle personally testified concern- 
ing the relations of the bank aad trust com- 
pany as revealed to him by the records of the 
insurance company. 

He stated that the records indicated that the 


un- 


trust company had sought to liquidate the in- 
surance company’s deposits by turning over a 
number of notes and some bonds of the Granite 


and Mercantile Company, 
B. McCutchan, but that 
executive committee 


Mountain Mining 
controlled by J. the 
of the insurance company 
turned down the notes, because they were not 
the same notes selected by J. D. De Bucha- 
nanne, vice-president of the Interstate Casualty 
Company, who later filed the receivership suit 
Mr. De 
that the notes sent by the bank were not the 
same as those he had selected, but he could not 
recall all the notes he had selected. He also 
stated that he visited the bank in July and 
that Cashier Myers did not dispute the balance 
claimed by the insurance company nor intimate 
in any way that the money had been checked 
out. Receiver Revelle is resisting the conten- 
tion that the account had been closed and is 
claiming the balance as an asset of the insur- 
ance company. 


against it. Buchananne also testified 


Jerome B. McCutchan, one of the organizers 
of the American General Indemnity Company, 
and later vice-president of the Interstate Cas- 
wilty Company, was arrested in St. Louis on 
March 24 on a charge of grand larceny grow- 
ing out of the wrecking of the Gorin, Mo.. 
Citizens’ Trust Company. 

On Thursday, April 2, before United States 
District Judge Charles Davis, Charles G. 
Revelle, receiver for the Interstate Casualty 
Company of St. Louis, Mo., will resume his 
Probe into the tangled affairs of that com- 
pany and the American General Indemnity 
Company in an effort to arrive at some basis 
ot value for its known assets, and to trace some 
(Continued on page 27) 


Indemnity Company of America to 
Expand 

It is currently reported that the Indemnity 
Company of America, of St. Louis, Mo., which 
has operated principally in the Middle West, 
and also in New Jersey and Pennsylvania, in- 
tends branching out to a larger extent and en- 
tering some other Eastern States. As of De- 
cember 31, 1924, the company reported adinit- 
ted assets of $1,048,784, with a surplus as to 
policyholders of $500,790, including $250,000 
capital. Last year its net premiums in various 
lines were as follow: Automobile fire, $72,- 
407; automobile theft, $105,550; 
liability, $335,513; automobile property dam- 
age, $120,933, and automobile collision, $58,921. 
Charles A. Lemp is_ president 
Thompson is vice-president and manager of 


automobile 


and E. C. 
this progressive company 


Hartford Insurance Employees in Local 
Fashion Revue 


Requisitioning fourteen young ladies from 
the Hartford Accident, the tna Affiliated, 
the Phoenix, and the Travelers insurance 
companies in Hartford, Jocal millinery, de- 


partment and shoe stores held a_ fashion 
at the Palace Theatre in that city last 
week. Among the maids who took part were 
the Misses Lucille Smith, Peggy Ryan, Mad- 
Farrel, Marion Hays, Alice Terhune, 
Swift, Phyllis Brousseau, Jean Smith, 


Brousseau, and Margaret 


exhibit 


cliene 
Betty 
Mary Haran, Helen 
Lyman. Arrangements and casting were car- 
ried out by E. A. Senkhbeil, manager of the 
J. B. Wilson millinery shop of Hartford, and 
only two of the girls who took part were not 
insurance offices. The affair 
success, and the companies’ 
are agog with comment on 


selected from the 
was distinctly a 
various divisions 
the event. —— 
Passage of Madill Bill Doubtful 
Lansinc, Micn., March 28.—The 
of the Madill bill, a measure said to he have 
been designed by a Detroit casualty company 





passage 


to allow stock insurance companies to invest no 
more than 10 per cent of their assets in securi- 
ties of other solvent insurance companies, ap- 
pears to be extremely doubtful. That it might 
a favorable report from a seemingly 
house committee, however, is con- 
in that event, a fight would un- 


receive 
friendly 
ceded and 
doubtedly ensue to place its provisions on the 
statute books. 


James & Paxon Appointed 
James & Paxon, general agents in Jackson- 
ville, Fla., have been appointed representatives 
of the London Guarantee and Accident Com- 
pany, Limited, to act as general agents for all 
lines. 


Opportunity for Special Agent 
Elsewhere in this issue a strong, old, well- 
established casualty company advertises for a 
special agent to cover central New York. A 
man who possesses the necessary experience 
and other qualifications will find this to be an 


excellent opportunity. 


ACQUISITION COSTS 
Conference Adopts Plan of Procedure 


SEEKS STABILIZATION OF BUSINESS 
Jesse S. Phillips and G. F. Michelbacher 
Made Chairman and Secretary Re= 
spectively Under New Provision 
The Conference on Acquisition and Field 
Supervision Cost for casualty insurance, meet- 
ing at the National Bureau of Casualty and 
Surety Underwriters in New York city last 
week, adopted a plan of procedure which was 
sent to all the companies and which was also 
filed with James A. Beha, Superintendent of 
Insurance for New York. The meeting lasted 
all day and was the result of the recent action 
of Superintendent Beha the 
acquisition cost rules as they now exist and 
recommendations 


in approving 


making for their enforce- 


ment. The objects of the conference, as given 
in the proposed plan of operation, are as fol- 
lows: 

1. To promote co-operation among stock 
companies transacting various forms of cas- 
ualty insurance, and to provide for the discus- 
sion of the commission and agency problems 
of such companies. 

2. To provide a plan for limiting and regu- 
lating production costs, and to carry out such 
plan in an impartial and equitable manner. 

3. To administer the “Rules Regarding 
\cquisition and Field Supervision Cost for 
Casualty Insurance” (hereinafter referred to 
as the “rules’) which were formulated by a 
general conference of stock companies trans- 
acting casualty insurance in the State of New 


York, approved by the Superintendent of In- 
surance of New York, and_ subsequently 
endorsed by the National Convention of Yn- 


surance Commissioners on December 7, 1022. 

1. To deal particularly with the following 

activities : 

a. The registration of agencies which must 
be registered under the rules. 

hb. The determination, in accordance with 
the provisions of the rules, of the 
aualifications of certain classes of pro- 
ducers. 

The treatment of certain agency prob- 
lems of individual companies, where 
strict adherence to the. rules would 
disrupt an organization of long stand- 
ing, or otherwise seriously embarrass 
companies and producers. 

d. The treatment of certain situations where 
the rules require amendment for all 
companies because of the existence, 
in a particular locality, of peculiar 
conditions which must be recognized. 

e. The dissemination of information relat- 
ing to the problems under the juris- 
diction of the conference. 

f. Any other functions which may _ be 
necessary to insure the effective ap- 
plication of the rules to the business 
of stock casualty insurance companies. 

The plan providés for the continuation of 


existing agency committees until January 1, 
1926, at which time new committees will be 
elected. It also provides definite machinery 
for the administration of the rules and the ad- 
justment of controversies and complaints. 

In accordance with the provisions of the new 
plan, which appoints for two officers—a chair- 
man and a secretary—Jesse S. Phillips was 
elected chairman and G. F. 
elected secretary. 


Michelbacher was 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - ° -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 








AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Office Building 








ey 





mit HAMPTON ROADS 


FIRE 4 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMESA. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


Arkansas Maryland Ohio 

Colorado Massachusetts Pennsylvania 
Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 

Indiana Missouri Virginia 

Iowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York Wyoming 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 




















A Progressive SURETY and CASUALTY Company 











Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 


Insurance Co. 
St, Louis, Mo. 
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pie 
CHANGES SUGGESTED 





mendments Offered to Wisconsin 


Health and Accident Laws 


INSURED’S RIGHTS RECOGNIZED 





Policy May Be Renewed by Renewal Re- 

ceipt—Other Provisions Announced 

Mapisox, WIs., March 20.—W. Stanley 
Smith, Insurance Commissioner of this State, 
in commenting on the proposed Wisconsin 
codification bill and its reference to health and 
accident insurance, pointed to Chapter 206 of 
the measure and said that many conferences 
have been held to harmonize the differences of 
opinion between the companies and the insur- 
ance department on this subject. These con- 
ferences have resulted in an agreement and a 
substitute for the chapter in the printed bill 
has been submitted to the committee. This 
substitute is said to be satisfactory to the com- 
panies and to the department, and changes the 
present law as follows: 


1. The right of a policyholder to cancel his 
policy is recognized. 

2, The terms “Accident,” “Sickness” and 
“Indemnity for loss other than that of time,’’ 
are defined. 

3. “Non-cancellable” is defined. 

4. The indemnities which may be provided 
are limited to those stated. 

5. The provisions which may be used result 
in a reduction of the indemnity, other than 
change of occupation and additional insurance. 
are stated with the conditions for their use. 

6. Advance settlements and compromise set- 
tlements of claims are made subject to be re- 
opened under certain conditions. 

7. It is made the duty of the Commissioner 

of Insurance to approve or disapprove a policy 
within thirty (30) days. 
_8 Health and accident insurers are author- 
ized to provide valued benefits for certain spe- 
cific losses and to base the premium for such 
benelits on age. They are not so authorized 
under the present law. 

9. Insurance of substandard risks is author- 
ized. 

10. The standard provision relating to re- 

duction of indemnity for change of occupation 
is changed to permit the doing of occasional 
acts incident to the insured’s occupation with- 
out producing a reduction of indemnity. 
_l The time for giving notice of claims 
ts made fifteen (15) days for both accident 
and sickness in place of ter (10) days for 
sickness, and twenty (20) days for accident. 

12 A policy may be renewed by a renewal 
receipt. 

13. The proportions of the premium ap- 
plicable to various indemnities must be stated. 
_ 14. The authorization of an insurer to des- 
gnate an individual agent to whom notice of 
claim may be given, is eliminated. 

_15. The optional standard provision provid- 
ig tor the reduction’of indemnity of the in- 
sured carries other insurance with another 
company without having given written notice 
of such insurance, has been changed to limit 
such other insurance to “accident and health” 
insurance. 

16. The optional standard provision limit- 
= the indemnities if an insured carries more 
“lan One policy with a company, is eliminated. 


This last elimination of the optional stand- 

ard limitation of indemnity where insured car- 
Nes additional contracts will be heartily sup- 
horted by all interested. 


New Orleans Letter 

New Orteans, March 30.—A. Godchaux, of 
Godchaux & Mayer, Ltd., of New Orleans, 
died last summer, after a fall from 
near Lake Louise, Canada. It was thought at 
the time, that his death was due to natural 
causes, but later on his widow became con- 
vinced that it had resulted from the fall. He 
held an accident policy and claim was made 


a glacier, 


upon the company by the widow for $15,000. 
The company denied liability and some three 
weeks ago suit was filed to recover. 

In its answer, returned a few days ago, the 
company asserts that it failed to receive any 
notice of the accident within the time limit 
fixed by the policy. The matter has aroused 
considerable attention in insurance circles, and 
the proceedings in court will be watched and 
with interest. 

The Louisiana Insurance Society will hold 
its annual convention in New Orleans on April 
16 and 17. It promises to be quite an inter- 
esting and important affair. 

The president, Geo. A. Petrie of Alex- 
andria, ‘La., has issued a circular in which he 
states that the Society stands for the Milwau- 
kee declaration of the National Association on 
the subject of side-liners, and that it is pro- 
posed at the forthcoming State convention to 
“set up a consistent the 
declaration standard that 


followed 


proposition with 
adopt a 


squares with its principles.” 


and to 


He calls upon every member to attend the 
convention and give his voice and influence to 
the enactment of 
strengthen the power for good of the Associa- 


measures which will 
tion and advance the welfare of its members. 
The New York Indemnity Company, New 
York, has transferred its general agency in 
this State from M. J. Hartson to C. A. Sporl. 
The new arrangement goes into effect April 1. 
O’Hacerry. 


American Credit Indemnity Company 


Examined 
The examination of the American Credit 
Indemnity Company by the New York and 


Missouri Insurance Departments has been com- 
The examiners found that on Septem- 
ber 30 last the company had total admitted 


pleted. 


assets of $2,792,798 and a surplus to policy- 
holders of $1,216,365. The results of opera- 
tions during the three years September 30, 
1921, to September 30, 1924, 
earned premiums of $5,015,703 there was an 
underwriting loss of $586,144, but, on the other 
hand, there was a gain from investments of 
$638,685, or a net gain of $52,540. 


show that on 


Majestic Casualty in Organization 
The Majestic Casualty Company is now in 
organization under section 70 of 
the insurance laws of New York State. The 
initial powers of the company will be provided 
for under subdivision 3 of the liability and 
compensation laws, but it is planned that these 
will be extended at a later date. It is under- 
stood that the organizers are men of wide 
experience in casualty and surety insurance and 
will be supported by strong financial interests. 
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MICHIGAN LEGISLATION 
Reciprocals Stage Unique Fight on State 
Supervision 

Lanstnc, Micu., March 27.—With 
Michigan reciprocals aligning themselves with 
stock company interests in favor of a measure 
exposed late last week for the first time as 
a scheme to place this type of insurance organ- 
ization State insurance department 
supervision, a unique fight is being launched 
this week in the State legislature. 

A rider in a bill, introduced in the lower 
house by Representative Joseph C. Armstrong, 
providing for the restriction of the business 
of farmers’ mutual companies to four counties, 
precipitated the present conflict which is bring- 
ing defenders of the “reciprocal principle” from 
several other States to oppose the measure. 
Upon the discovery of the so-called “joker” 
in the bill by State manufacturing interests the 
measure was immediately given a surfeit of 
inimical publicity. The matter in debate, the 
“Joker,” demands that the section of the insur- 
ance law exempting reciprocals from the pro- 
visions of the general act and leaving them in- 
dependent of the jurisdiction of the Insurance 
Commissioner be repealed. A number of 
efforts to alter this situation have been con- 
ceived since the passage of the act but all have 
met with rebuffs. 

The peculiar feature about the case, to be 
inculcated even more emphatically at a hearing 
anticipated this week, is the devision of recip- 
rocal sentiment. The large foreign companies 
are sending their representatives into Michigan 
apparently primed to save the State from it- 
self. Now several attorneys-in-fact for State 
companies with home offices in Detroit declare 
that they will fight for the regulatory measure. 


some 


under 


A. P. Lauster Chosen 

The Standard Accident Insurance Company 
has chosen A. P. Lauster to fill the position 
of consulting underwriter in charge of its New 
York office at 54 John street. For the past 
fourteen years Mr. Lauster has been chief in- 
spector of the company. 

The underwriting staff at the city office con- 
sists of H. C. Schroeder, underwriter in 
charge of personal accident and health; Clyde 
J. Brickell, underwriter in charge of burglary 
and plate glass; Henry Wichmann and P. C. 
Waldeck, formerly of the Commercial Cas- 
ualty Company, liability and compensation un- 
derwriters; F. F. Braun, formerly of the 
Royal, in charge of automobile underwriting. 
In addition to his underwriting duties Mr. 
Brickell will act as office supervisor in charge 
of all clerical details. 





WANTED 


A™ company that will write group 
health insurance in Brazil on all mem- 
bers of a firm. Business gilt-edged. 
Weekly indemnity not less than $25.00. 
Address Thomas Warwick, insurance 
broker, Sao Paulo, Brazil. 
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EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


SpecializesinHEALTH 
and'ACCIDENT IN- 
SURANCE with En- 
tirely New Features 
which PLEASE. 


And is. looking for 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 


Such Men Will Receive 
Large First and Re- 
newal Commissions. 








Address Casualty Department 
360 N. Michigan Avenue 
Chicago 


Chicago Tribune’s Accident Policy to 
Continue 

Cuicaco, Itr., March. 31—A continuance of 
the issuance of the Chicago Tribune-Federal 
Life special $1 policy was foreshadowed by an 
opinion handed down by Oscar E. Carlstrom, 
attorney-general of Illinois, and which was re- 
quested by Clifford Ireland, director of trade 
and commerce, before whom a hearing as to 
whether or not the policies were illegal or dis- 
criminatory was being conducted. The prob- 
abilities are that the Tribune and the Federa! 
Life will be required to state the exact pre- 
mium or consideration. The opinion of the 
attorney-general contained among other things 
the following: “It was developed at the hear- 
ing that the Tribune Company paid no money 
to the Federal Life Insurance Company as part 
consideration for issuance of the policy, but 
that the consideration or premium, if any, paid 
by the Tribune Company, was by the way of 
service, to-wit: (1) advertising, (2) securing 
of policyholders, (3) issuance of policies. 
There can be no doubt but that the statutory 
provision is intended to require that the entire 
consideration be actually expressed in the 
policy. It is necessary therefore to express the 
entire consideration paid for the policy, in- 
cluding the service rendered by the Tribune 
Company, the value of which service must be 
determined and expressed.’ Opinion is rife 
as to whether a budget of the above-mentioned 
type would cause the paper and insurance com- 
pany any unpleasantness in divulging the facts. 





Illinois 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 








Thursday 














Practice of 


Workmen’s Compensation 
Insurance 


A treatise upon the necessity for ang 
development of workmen’s compensation 
insurance, together$with much informa. 
tion as to its practice. 


By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 


A New and Comprehensive Book 
Soon to be Issued 


If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can you offer the following 
services? 

1. Explain the important provisions 


of the Workmen’s Compensa- 
tion laws in the United States. 


z. Assist an injured employee to 
present his case before a Com- 
mission. 


3. Advise an employee concerning 
rehabilitation. 


4. Explain the important Work- 
men’s Compensation legal de- 


cisions. 

5. Explain how a manual rate is 
made. 

6. Outline a campaign for accident 
prevention. 


7. Explain to an insured. how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 

8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘‘Workmen’s Compensa- 
tion Insurance’ to be published 
shortly by The Spectator Com- 
pany, written by S. B. Ackerman, 
Assistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen's 
Compensation Insurance. 


Price per copy $4.00 


Bound in cloth 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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a 
H. L. JONES MADE VICE-PRESIDENT 
ill Become Vice-President in Charge of 
New Business for New York Casualty 

Company 

Colonel Harvey L. Jones, now Chicago man- 
ager for the Maryland Casualty Company of 
announces his resignation from that 
at which time 


W 


Baltimore, 
position, to be effective July 1, 
he will become vice-president of the New York 
Casualty Company to take charge of the casu- 
alty lines of business, which it is to undertake 
in broadening the scope of its activities. 
Colonel Jones will arrive in New York to take 
up his new duties in July. 

Colonel Jones is a graduate of Princeton 
University and the University of Maryland 
law school. His first experience in the casu- 
alty business was in the office of the general 
counsel for the American Bonding Co. Later 
he became connected with the claim department 
of the Maryland Casualty. He went to the 
\exican border in 1916 with the Third United 
States Infantry and served overseas in the 
World War, winning the Distinguished Ser- 
vice Cross. 

On his return from [Europe Colonel Jones 
sgain joined the Maryland Casualty and was 
appointed its Chicago manager in May, 1920. 
In that capacity he developed a reputation as a 
capable executive and underwriter. He mate- 
rially increased that company’s business in 
Chicago, and in coming to the New York Cas- 
ualty has the advantage of wide experience in 
production, claim, legal and administrative 
work. He will undoubtedly be successful. 





NEW JERSEY CASUALTY 
UNDERWRITERS 


Association Holds Tenth Annual Banquet 
—Byron Conklin Retires 


The Casualty Underwriters Association of 
New Jersey held its tenth annual banquet at 
the Down Town Club in Newark last week. 
The affair was most successful, and during the 
course of the dinner President B. J. Daly took 
the floor, and announced that the association 
had experienced a good year in its member- 
ship, and that the casualty companies of New 
Jersey and New York were according the body 
further recognition in its legislative work. 
Toastmaster L. O. Faulhaber introduced the 
speaker of the evening, Judge Harold B. Wells 
of Camden, N. J., who took as the topic of 
his talk “Keep Agoin’.” Judge Wells proved 
to be a most entertaining talker and, though 
not intimately connected with insurance, pre- 
sented some excellent ideas. 

At this point the retirement of Secretary 
Byron Conklin’ was announced and a_ speech 
of appreciation made. Mr. Conklin was pre- 
sented with a handsome gold watch as a mark 
cf the esteem accorded him for his ten years 
of service for the association. Mr. Conklin 
is associated with the firm of Gorman & 
Young of Newark, general agents for the 
Hartford Accident. Assistant Deputy Gough, 
of the New Jersey Department of Banking and 
Insurance, after the announcement of Mr. 
Conklin’s retirement, made an interesting ad- 


dress on the work of the Insurance Depart- 
ment, and gave a resumé of the excellent 
casualty conditions now prevailing in New Jer- 
sey, especially as regards workmen’s compen- 
The meeting came to a suc- 
cessful termination after a extempor- 
aneous talk by former State Senator Charles 


Pilgrim. 


sation insurance. 
short 


Interstate Casualty Company 
(Concluded from page 23) 
of the resources of the organization that were 
dissipated after the company’s home office had 
been removed from Birmingham, Ala., to St. 
Louis early in 1924. 
The procedure before Judge Davis is most 


unusual and was instituted so that the Court 
may be fully advised as to the true situation 
in the company and be in a position to pass 
cn the disposition of the assets that will later 
be made by Receiver Revelle. 

The testimony taken before Judge Davis on 
March 24 and 25 revealed that the affairs of 
hoth the Interstate Casualty Company and the 
American General Indemnity Company were 
very closely linked with the Citizens Trust 
Company of Gorin, Mo., which closed its doors 
last July and is now in the hands of the 
Missouri Finance Department, and on April 
2 the principal witnesses to be heard will be 
members of the Myers family that controlled 
the Gorin Trust Company. 
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FIDELITY and DEPOSIT 


and 


Cleaning-Up Time 


Spring is coming on apace and before long 
the hum of the vacuum-cleaner will be 
heard throughout the land, while the men 
folks will seek to lose themselves in the 


It will be clean-up time not only for 
house-holders but for burglars as well. 
And the insurance agent can make a clean- 
up, too, provided he is equipped to write 
Residence Burglary Insurance. 


So, if you aren’t now prepared to partici- 
the annual round-up of Resi- 
dence Burglary policies, it will pay you to 
get in touch with the F. & D. 


PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 

If you are not already adequately repre- 
sented in this territory 1 will be glad to have 


| 

| 

I 

| 

| 

| 

| full information regarding an agency connec- 
| tion with your Company. 
| 

| 
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Inter-Southern Life Insurance Co. 


Louisville, Kentucky 


RESOURCES 
(1) Has on deposit with State Treasurers for the security of all policy- 
LE EE Sees Rea A “OES nm te Pk rye ee eC Ore Oe Re Rae, $ 7,517,647.18 
(2) Has loans to policyholders within policy reserves.................. 2,532,499.77 
KS) MEARS GEMOr ESAVERECH ABOU 5a 5.5 ooo os 0.655 'a 65525 Os. 6saneie ssid. a\0-4) 0 de Scorers 568,720.16 


(4) Making total carefully invested securities covering all liabilities. . .$10,618,867.11 
(5) Over and above these resources the Company has invested capital 
and surplus for the further protection of policyholders amounting 





_ COPA BR Sea arg hy ing AAO com om bat ap ane nye ert mean ata: en nen A CGR NE ap irate «ant eihtieg 902,976.17 
[GORI GE RE BMRSEB CON: «05 :c:<. sc 01s) eio oiese Sis go eee eis bw re ei an $11,521,843.28 
Insurance In Force - = x $102,408,409.00 


DIRECTORS 


JAMES B. BROWN, Louisville, Ky., 
President National Bank of Kentucky, 
Chairman of the Board Inter-Southern Life Insurance Co. 
JAMES C. STONE, 2 Lexington, Ky., 
President Burley Co-operative Marketing Association _ 
COLONEL C. C. MENGEL, Louisville, Ky., 
President The Mengel Company. 
E. J. O’BRIEN, JR., 
ice President E. J. O’Brien & Company. 
J. GRAHAM BROWN, 
President Brown Hotel Company, 
President W. P. Brown & Sons Lumber Co. ae 
WALTER I. KOHN, Louisville, Ky., 
President Herman Straus & Sons Company. 
T. B. WILSON, Louisville, Ky., 
Vice President and General Manager Louisville Gas and Electric Co. 
B.S. WASHER, Louisvillle, Ky., 


Louisville, Ky., 
Louisville, Ky., 


Lawyer, 
Vice President Herald-Post Company, 
Vice President Kaufman-Straus Company.. 
JUDGE J. A. DONALDSON, 
President First National Bank of Carrollton, 
Second Vice President Inter-Southern Life Insurance Company. 
EARL S. GWIN, Louisville, Ky 
President Lincoln Bank and Trust Company. 
WILLIAM E. MASSEY, Louisville, Ky., 
President Ryan-Hampton Tobacco Company. 


Carrollton, Ky., 


JAMES F. RAMEY, Louisville, Ky., 
Secretary-Treasurer Fidelity Life and Accident Insurance Company. 
ELLSWORTH REGENSTEIN, Cincinnati, O., 
Chairman of the Board, Central Savings Bank and Trust Company, 


Newport, Ky. 
EDWARD F. PETER 


Director Liberty Insurance Bank. 
D. C. STIMSON, Owensboro, Ky., 
President D. C. Stimson Lumber Company. 
C. I. HITCHCOCK, 
President The Insurance Field Company. 
W. B. STANFIELD, 


GEORGE G. SUMMERS, 
Manager for Eastern Capitalists. 


Louisville, Ky., 


Louisville, Ky., 
Mayfield, Ky., 
Wichita Falls, Tex., 


Lawyer. 


M. M. PARRISH, Gainesville, Fla., 
Florida State Manager Inter-Southern Life Insurance Company. 
JAMES R. DUFFIN, Louisville, Ky., 
President Inter-Southern Life Insurance Company. 

W. W. MOORH, Louisville, Ky., 
First Vice President Inter-Southern Life Insurance Company. 
STANLEY REED, Louisville, Ky., 
Secretary Inter-Southern Life Insurance Company. 

C. B. NORDEMAN, Louisville, Ky., 
Assistant Secretary Inter-Southern Life Insurance Company. 














PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 


CHAIRMAN BOARD 
OF DIRECTORS 














Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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<InsuTtanee Deeleion& 


By Joseph G. Seller of the New York Bar 


FIRE 


An incorporated interest in property is 
insurable. Policy on hops under contract 
of sale held to cover the interest of the in- 
sured in the contract; policy is not void as 
over-insurance, 

The plaintiff sold his 1922 crop of hops to 
be grown near Chehalis, Wash., to one Hart 
for 35¢ per pound, in part advanced and the 
balance to be paid upon delivery and accept- 
ance. As the harvest approached plaintiff made 
a contract with defendant to insure the hops 
at the sale price of 35c per pound and paid the 
premium. The policy was issued, but retained 
by the defendant’s local agent, and thereafter 
the hops were destroyed by fire. When the 
hops were destroyed, their market value had 
fallen to 12c per pound. The policy was of 
New York standard form and merely described 
the plaintiff's interest as being $10,000 on hops 
being the property of the insured, or in joint 
account or sold but not removed. Among the 
usual provisions was a rider stating that “it is 
understood and agreed that in event of loss or 
damage to hops insured claims here- 
under shall not exceed the contract price,” and 
in others that the insurer shall not be liable 
beyond the “actual cash value,” and in no event 
“to exceed what it would cost the insured to 
replace with the same material of like kind 
and quality.” 

Held that the contract in substance was not 
merely to insure the corporeal hops, but also 
to insure the incorporeal bargain acquired by 
the sale at treble the market value of the hops. 
The limitation to cost of material of like kind 
and quality cannot apply to  incorporeal 
property. 

The contract is not violative of the statutes, 
is legal and the policy will be reformed and en- 
forced accordingly. Plaintiff is entitled to 
recover to the actual value of his profit to the 
amount of $10,000. Decree to be entered in 
conformity with opinion. 

Schumacher vs. North British & Mercantile 
Ins. Co., Ltd. (Cire. Ct. of Appeals, Ninth 
Circuit) 2 Fed. 2nd Series 500. 


Where the insured had contracted to sell 
real property covered by its policy, without 
change in the form of the insurance being 
made, and before the day of closing, a fire 
destroys the building, the purchaser, who 
was uninsured, may not have the insurance 
collected by the vendor. 

Prior to Sept. 10, 1923, the defendant Board 
of Education owned premises on Lake avenue 
in Saratoga Springs on which was situated a 
high school building and two other smaller 
structures of comparatively little value. 

On Sept. 10, 1923, plaintiff and defendant 
entered into a contract whereby plaintiff agreed 
to purchase and defendant to sell the Lake 
avenue premises for $30,000, of which $3,000 


») 


was paid upon the execution of the contract. 
The balance was to be paid upon a later date, 
at which time title was to pass to plaintiff. 
The contract provided that the premises were 
to be delivered “in as good condition as they 
now are, natural wear excepted,” and in case 
either party failed to perform, the party fail- 
ing should pay the other $3000 as liquidated 
The contract said nothing about in- 
surance. At the time of the contract, the de- 
fendant carried insurance upon the high school 
building in the amount of $28,000, payable to 
the defendant in the event of loss. No change 
was made in the insurance at any time, which 
was continued after the execution of the con- 
tract. Plaintiff did not obtain other insurance. 

Prior to the date for closing and while the 
premises were in defendant’s possession, a fire 
cecurred which practically destroyed the 
school building, and the defendant received 
from the insurers the full sum of $28,000 in- 
surance. 

The plaintiff asked that the contract be 
specifically enforced and that the insurance 
money be applied upon the purchase price. 

Held that the plaintiff may not have the in- 
surance moneys collected by the vendor. In- 
surance runs to the individual insured and not 
with the land, for it is a mere personal con- 
tract. The vendee has an insurable interest and 
may protect himself by a separate policy. The 
purchaser may rescind the contract and recover 
back the $3000 paid on the purchase price or 
he may stand on the contract and recover $3000 
as the stipulated damages. 

Judgments below reversed and a declaratory 
judgment granted in accordance with opinion. 

Frank Brounell vs. The Board of Education 
cf the Inside Tax District of Saratoga Springs. 
(Court of Appeals) 239 N. Y. 360. 


damages. 


Incorrect statements in proof of loss, if 
honestly made, do not render the policy 
void. Whether incorrect statements in proof 
of loss were fraudulently or innocently made 
is a jury question. 

The action was brought to recover the pro- 
portion of the value of cotton covered by de- 
fendant’s fire insurance policy. Plaintiff’s 
warehouse and the cotton stored therein were 
destroyed by fire. The policy contains the pro- 
visions that the insured shall within 60 days 
after the fire render to the insurer a sworn 
statement of the amount of the loss and that 
the policy shall be void in the event of false 
swearing by the insured. 

The defense was that the plaintiff in his 
proof of loss included bales of cotton which 
were not burned. Shortly after the fire, plain- 
tiff claimed that 885 bales of cotton had been 
burned. One of defendant’s agents weighed 
and counted a part or all of the cotton and 
estimated that not exceeding 636 bales of cot- 
ton had been destroyed. After the plaintiff 
submitted his proof of loss, he admitted in an 


2y 





examination before trial conducted by defend- 
ant that 88 bales of cotton were erroneously 
claimed by him to have been burned. The or- 
iginal complaint alleged a loss of 795 bales, 
which was subsequently reduced by amendment 
to 788 bales. 

Some of plaintiff's records showing ship- 
ments of merchandise were burned up in the 
fire and plaintiff testified that his ledger, which 
contained a record of both receipts and ship- 
ments, had not been posted for a period of five 
It also appeared that, 
plain- 


days before the fire. 
before preparation of proof of 
tiff employed an insurance agent who prepared 
such proof and based it upon plaintiff’s records, 
stating that it was immaterial whether the 
claim was entirely correct, as the mistakes 
could be removed later. 

Held there was no error in denying defend- 
ant’s motion for a directed verdict. If the state- 
ments made by the plaintiff in his proof of loss 
were honestly made, though admittedly incor- 
rect, they did not render the policy void. De- 
fendant claimed that plaintiff's own records 
would have disclosed to him that the claim of 
loss of 885 bales was incorrect and therefore 
that the proof of loss was submitted with 
knowledge by the plaintiff that his claim was 
excessive or at least that the statements were 
recklessly made. However, it is the province 
of the jury to determine whether the claim 
was fraudently or innocently made. There was 
substantial evidence from which the jury could 
have inferred that plaintiff made an honest 
and innocent mistake. Judgment for plaintiff 
is affirmed. 

Camden Fire Ins. Ass’n. vs. Penick. (Cir- 
cuit Court of Appeals, Fifth Cire.) 2 Federal 
Rep., 2nd Series 964. 


loss, 





Opens Brokerage Binding Office 

C. M. Nichols, for the past three years 
chief accountant and_ statistician of the 
Employers Fire Insurance Company at Boston, 
Mass., resigned that position several days ago 
and has been in New York city arranging to 
open a brokerage binding office. He has 
secured an office at 45 John street and is now 
prepared to bind risks for the Employers Fire 
anywhere in the United States outside of the 
Metropolitan and suburban districts. Before 
going to Boston Mr. Nichols was in New 
York for some years as accountant in the 
Frelinghuysen office and later as an independ- 
ent accountant. 


K. H. Erskine Appointed 

The Liverpool and London and Globe Insur- 
ance Company announces the appointment of 
Kenneth H. Erskine as special agent for the 
company to become effective April 1. Mr. 
Erskine will operate in the New England terri- 
tory and will make his headquarters at 49 
Broad street, Boston. 
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Prominent Agents and Brokers 





Actuarial 





Actuarial 











LEON IRWIN & CO., Inc, New Orleans, La. 


JNO. A. COPELAND 








WONDERFUL CLIMATE 


Most prosperots industrial district in the 
world 
Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 





REPRESENTING Consulting Actuary 
} National Union New Amsterd: 
"pebile Harford Nevonal Harford Ganatyco. | | JAS. R. COTHRAN 
p>merica: i 8. Fi emnity Com: 5 
Figeley- Phenix "i Stuyvesant z = Ansetion a Suite 407 Associate Actuary 
— Co. BROKERS’ LINES SOLICITED Southeastern Bldg. ATLANTA, GA. 
COME SOUTH WITH COTTING A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 











Ist National Bank Bidg., Birmingham Ala. 











Actuarial 








Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 











FREDERIC S. WITHINGTON 


P.A.1.A. 


CONSULTING ACTUARY 


Midland Life Building 
Armour Blvd. & Main St., Kansas City, Mo. 








Conservation Specialists 





The Otis Hann Company, Inc. 
“Life Insurance Service” 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 


a 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESS 
10 Jackson Place, N. W. Independent Life Build 














SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
ORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 





a I, M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, etc. 


1600 Bankers’ Trust Bldg 
Philadelphta 


























Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 
Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 


for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


Consulting Engineers 

















DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 


FREDERICK A. WALDRON 
CONSULTING ENGINEER 


ea Designer of 
“HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 














Adjusters 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 


Hume Mansur Bidg. 
Hubbell Building 


F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 











Des Moines, lowg 





Bowling Green 6538 


THEODORE D. HELPRIN 


CARGO SURVEYOR 
AND 
MARINE CLAIM ADJUSTER 


16 EXCHANGE PLACE NEW YORK 
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Statisticians 





——— 





a 


Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. phone: JOHN 1090 
50 John St. New York City 

















Help Wanted 











SPECIAL AGENT WANTED 


SPECIAL AGENT, experienced in casualty 
lines for Central New York territory, Good 
opportunity with strong and old established com- 
pany for an energetic, experienced, and skilled 
special. In replying please state age, schooling, 
family, if any, general business training, and 
special qualifications. Address Box 27, care 
THE SPECTATOR. 








Fire Prevention 
(Concluded from page 15) 
the following comments were made by the com- 
mittee on fire insurance: ’ 

“It is pleasing to note the great improve- 
ment of buildings in which wholesale drug 
stores are housed, and also the great improve- 
ment in the care and prevention equipments 
used by the different members. The results, 
too, are pleasing in the fact that there is a 
very great reduction in insurance rates, which 
can only be secured by improved buildings, 
equiment and care.” 

In 1907 the committee made the following 
recommendations : 

“A closer relation with the local inspection 
bureaus or boards of underwriters, so that by 
frequent consultations advice can be obtained 
from them as to every improvement that will 
not only secure credits on rates, but will also 
afford greater protection to the insured. 

“That the this 
endeavor to secure through their local cham- 
bers of commerce reports on their cities from 
the National Board of Underwriters, and that 
they use every influence possible to have such 
recommendations improvements 


members of organization 


for needed 
adopted by their city officials. 

“That every wholesale druggist install an 
automatic sprinkler equipment in his plant, with 
sprinkler supervisory service attached.” 

\t the present time the members of the Na- 
tional Wholesale Druggists Association are 
quite concerned about the exposure hazard and 
are extremely anxious to have other trades 
take a course of action similar to their own 
with the view of minimizing our own exposure 
hazard and thus reduce very greatly the fire 
loss of the entire country. 

In summing up it might be well to say that 
fire Prevention work on the part of the Na- 
tional Wholesale Druggists Association has 








accomplished a great educational purpose. It 
has done many specific things, some of which 
are enumerated herewith: 

(1) It has improved building construction. 

(2) It has instilled the spirit of carefulness 
in management and care of property. 

(3) It has lowered the cost of insurance. 

(4) It has enlightened the trade and every 
individual in it on possible fire hazards. 

(5) It has in the maintenance of a 
continuous flow of commodities handled by 
minimizing interruptions due to fires. 

(6) It has improved outside protection. 

(7) It has placed the trade where it may 
demand greater protection from other indus- 
tries and trades. 

(8) It has improved the risks of customers. 

(9) It has educated the members on: (1) 
Insurance problems. (2) Fire risks. (3) Fire 
protection and prevention in building construc- 
tion. (4) Building construction. 


aided 


(10) It has helped educate fire underwriters 
on the true conditions prevailing in the drug 
trade. 

The modern wholesale drug establishment is 
characterized by a structure covering some- 
what of a wide area built with fire resistive 
materials, equipped with automatic sprinklers, 
automatic alarm systems, safety pumps to take 
care of oils, refrigerators for biological prod- 
ucts, vaults dangerous articles, 
such as explosives and inflammables, fireproof 
constructed doors and stairways. 


safety for 
These plants 
are so laid out that waste is not permitted to 
accumulate and must be cleared dailv. 


National Fire Waste Contest 
(Concluded 


Pi niawe <i : 
Pro: prtge 3) 


told of the 
fire prevention measures, as 
illustrated by the experience in his city. The 
property losses due to fire 


(Ind.) Chamber of 
effectiveness of 


Commerce, 


; reduced 
from $102,470 in 1921 to $17,903 in 1924, a per 


had been 


capita reduction from $5.28 to $.68 in 1924. 
C. H. Waterbury, secretary of the National 
Wholesale Druggists Association, made an 


interesting address in which he told of the 
success which had attended the efforts of his 
association to instill the spirit of carefulness 
in management, and thus secure greater safety 
and a reduction in fire losses and in premium 
rates. 

The Trade Committee, consist- 
ing of Ira G. Hoagland, J. G. Reese, George 
A. Ricker, C. H. Waterbury, W. F. Shaw, 
E. F. Berry, and W. W. Orr, sent out a letter 
to secretaries of trade associations, inquiring 
as to their prevention, and 
whether or not a study was made of the fire 


Association 


interest in fire 
hazards of the respective industries and records 
kept of fire losses, ete. Nineteen organiza- 
tions indicated that they had committees in- 
terested in fire prevention. seventeen 
made studies of fire hazards of their indus- 
tries, while only seven kept complete records 
of their members’ fire losses, although three 
others carry on this work to some degree. On 
the other hand, 93 were interested in knowing 
the loss records of their trade, and 94 would 
utilize information regarding the elimination 


while 
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of fire hazards. Thus it appears that while 
only twenty per cent of the organizations 
replying have fire prevention committees at the 
present time, more than eighty per cent are 
interested in the subject, so that there is a 
broad field of service for the Trade Associa- 
tion Committee. The Committee decided to 
submit the names of the associations desiring 
information to the National Board of Fire 
Underwriters and the National Fire Protec- 
tion Association, feeling that an examination 
of the loss records compiled by these two or- 
ganizations would disclose considerable in- 
formation of value to particular trades, and 
hoth of the organizations named will be glad 
to co-operate along this line, and are tabulat- 
ing the information which has been requested. 

Members of the Fire Waste Council were 
received by President Coolidge at the White 
House. 


Death of George R. Branson 

George R. Branson, former president of the 
United States Fire Insurance Company and 
for years a leading authority on the adjustment 
of fire losses, died last Staurday afternoon. 
Mr. Branson had but recently recovered from 
a severe illness of typhoid fever, and only a 
few days ago had planned a recuperative so- 
journ on the New Jersey seacoast. His trip 
was postponed due to his catching a rather 
ugly cold, but it was not supposed at the time 
it would prove to be at all serious. Passing 
successtully through a four months’ siege of 
typhoid only to succumb later, on the eve of 
his recovery. his demise was all the more of a 
shock to his friends and business associates. 

Mr. Branson was fifty years of age, but 
was still regarded as a Jeader among company 
adjusters, and his wide experience and complete 
grasp of the questions of the business caused 
many to seek his advice in the important prob- 
lems of fire loss adjusting. He started in the 
loss department of the North British and Mer- 
cantile, later going with the Pacific Fire, where 


he hecame assistant secretary. He resigned 
from that company to take up general adjust- 
ing for fire insurance companies. He was 


sencral adjuster for the Globe and Rutgers, 
the Hamilton, the Crum & Forster companies 
and the Central Fire Tn this connec- 
tion he handled many important fire losses, not 
only in this field, but throughout the country. 


\gency. 


Frank W. Jenness Dies 

Frank W. Jenness, who retired last year as 
manager of the Syracuse division of the New 
York Fire Insurance Rating Organization, 
died early this week at Atlantic City, N. J., 
after an illness of several weeks. He is sur- 
vived by his wife, Mrs. Kate S. Jenness. As 
far as is known to the insurance fraternity he 
had no othér relatives living. Mr. Jenness will 
be interred at Corning, N. Y., his boyhood 
home, to-morrow morning. 

Mr. Jenness was one of the most popular 
men in the business and well known as always 
ready to extend a helping hand. He handled 


the up-State business of the companies with 
much tact and diplomacy and was successful 
in smoothing out many difficult situations. 
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—, ‘ Our Agents Have 
poe ah, A Wider Field— 


An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 

of Life and Endowment plans, thus enabling parents to buy all of the 
moucss | Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 

nepa,, 4," 23, ly Premium plan. 


O. G. L. BUILDING Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | | = 
Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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The Gateway to the West— 


Kansas City is truly the ‘‘Heart of America.’’ It 
is located in the center of a country on the border 
between two great states, Missouri on the east and 
Kansas on the west. It is without question the nat- 
ural gateway to the great West and Southwest 
territory. The very nature of its position and the 
territory directly adjacent to it, with its unexcelled 
railroad facilities, offers to insurance men a wide 
range for development. ‘The National Life Associa- 
tion with its popular form of low cost policies have 
desirable, territories available, as will be noted from 
the map above. Closest Home Office co-operation 
is made possible through a branch office maintained 
at Kansas City. Correspondence is invited as to 
sales opportunities in this wealthy territory whereby 
the salesman’s earning ability may be increased by 
selling more insurance to more people. 


Write the Home Office for further 
details 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHT Y-TWO YEARS of prosperous 
and successful jbusiness. fit has™ passed through 
panics, pestilence and wars unharmed, and to-day, 
as a result of eight decades of endeavor, offers financial 
strength, reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 





The Mutual Life Insurance Co. 


of New York 
34%Nassau Street New York 
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General 


Salesmanship, the subject that has been 
assigned to me, could in this day and age, in 
my humble opinion, be characterized in our 
profession as service, and I was very happy 
to note in one of the insurance trade papers 
that this congress was to dedicate itself largely 
to the wrting of small cases, for, after all is 
said and done, that is where service begins 
and never ends. 

Iam sure it was Abraham Lincoln that said, 
“God must have loved the ugly people, he made 
so many of them,” and I know that some other 
philosopher must have said that “God loves 
poor people the most, he made so many of 
them.” With this thought in mind I am sure 
we all agree that while it is very inspiring and 
very profitable to write the Wanamakers, the 
Drexels and the DuPonts, for the five hundred 
thousand and the million dollar policies, we 
render a far greater service and a greater good 
by writing the Smiths, the Joneses and the 
Browns, who represent the average citizen, for 
the five thousand and ten thousand dollar poli- 
cies, and writing them on such a basis that the 
proceeds when paid will render the greatest 
good to the family concerned. 

What is the average family? Isn’t it true that 
it is headed by a man who, by virtue of posses- 
sing certain abilities that he sells to his em- 
ployer and in some instances to himself, pro- 
duces a stipulated definite income each month, 
each year. Isn’t it true that this average head 
of the family has a wife that he thinks is the 
grandest, sweetest woman in the world, and 
who by reason that she is devoting her time 
and life to looking after other branches of the 
family that are necessary to civilization and 
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An address delivered before the Tri-State Life In- 
Surance Congress, Philadelphia, March 20, 1925. 














Salesmanship 


By M. Netson Bonn, 


the continuance of the world, has become 
dependent upon the income that the abilities of 
the head of the family produces each month, 
each year? The other branches of the average 
family referred to are the children, who like- 
wise are dependent on the same productive 
power of the head of the family. 

It matters very little, although we do know 
that inheritance taxes have to be paid and 
estates have to be settled, whether Wanamaker, 
Drexel or DuPont leave five hundred thousand 
or a million dollars more or less, ofttimes the 
wives are independent of husbands in their own 
right, likewise their children; their estates are 
always substantial, but Mr. Average Citizen 
that we have been referring to hasn’t any in- 
heritance taxes to pay, he hasn’t any estate to 
settle, he has a wife that is dependent, and 
whose hours are given to the raising of the 
children; he has a mortgage on his home to 
worry about, and at least a sub-conscious 
thought in his mind that if pneumonia, typhoid 
fever or an accident takes him away, then that 
wife and those children have lost the earning 
power that makes life, comfort and home 
possible. 

Isn’t it also true that with average citizens 
we have average agents, and the greatest con- 
tribution that this sales congress could offer 
would be something that would teach Mr. Aver- 
age Agent how to deal with the problem of the 
average family, and awaken that sub-conscious 
thought that if the head of the family dies, 
those that he loves and cherishes most will be 
scattered by the vicissitudes of fortune and 
left to exist on only the feeble efforts of the 
wife, who, in some way will be securing a live- 
lihood, which is indeed indefinite, and by the 
very nature of her abilities would be limited, 
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Agent at Baltimore for the Travelers Insurance Company 


and that in securing even this sort of a liveli- 
hood she would be compelled to leave home, 
and no longer render the motherly service that 
the children require during their puerility. 
Now, how do we awaken that sub-conscious 
thought and make of it an actual desire? In 
doing so we are confronted by selfishness, by 
ignorance and ofttimes by a wife who is her- 
self the beneficiary. Often I liken it to her 
forefathers of old, who before the days of 
matches and stoves, got up in the cold morning, 
gathering a few sticks together, worked with 
flint and stone until they kindled the tiny spark 
that was caught in a gentle way and waved 
into a flame. Thus, the creation of the 
primeval fire. 


INTERESTING SUGGESTIONS 

We are likewise compelled with our rate 
books, paraphernalia that the companies fur- 
nish, and data offered by our sales congress, 
to call on Mr. Average Citizen and kindle the 
spark that will result in the flame of desire 
for the service that we can render. First, we 
must call his attention to the fact of what 
would happen were he taken away. Of course, 
it is necessary to make the proper approach 
to dispel his suspicions and create an element 
of confidence so that he will tell us about his 
wife, his children, and the mortgage that exists 
on his home. Then we picture to him that 
by a small pecuniary deposit each year, we can 
guarantee, if he is taken away,, to pay his wife, 
who is dismayed by loss of income, confronted 
by the doctor, the grocer, the clothier, and 
almost an itemized budget of what her expenses 
will be from now on, so that by virtue of her 
husband’s action when jiving she will be pro- 
vided, for a period of years or possibly more, 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








with a definite income of $50 or $100 a month. 

Then selfishness creeps in and whispers, “Why 
not use this money for other things? You should 
buy an automobile, the neighbors on both sides 
of vou have one; why not a radio; why not 
a longer vacation this summer?” To this type 
of man we find that if we will use the long- 
term endowment, assuring him that if he lives 
the money will be paid to him, and that if he 
dies, the money will be paid to the wife, and 
that a man will either do one of two things, 
live or die, this ofttimes helps us. Ii, on the 
other hand, it does not serve the purpose, call 
his attention to the fact that a disability clause 
can be placed on the policy. Picture him as 
disabled, with his income impaired, with his 
expenses resulting from doctor and hospital 
services materially increased, and him 
that our policy provides for a definite monthly 
income were he to be disabled. 


show 


Tue DISBELIEVER 

Now, we have the ignorant man who does 
not believe in the service of life insurance. In 
our office we use a large list of policyholders, 
not the names of our most prominent policy- 
holders, because we have found that the aver- 
age man when compared with the prosperous 
citizen always says, “Well, he has the money to 
do it,” and mentally places himself in another 
category. We have found that it is a 
deal better to be able to point out men who 


creat 
belong to the same lodge or organization, that 
live in the neighborhood, are in the same line 
of business, or possibly sell and purchase a 


commodity that he is interested in. This 
method dissipates ignorance and suspicion, as a 
man wants to do the thing that his friend or 
associate is doing. 

Should the wife object and we are convinced 


that it is not an excuse, but he is sincere in 
the statement that his wife in reality 
we tell him that “if she did not object we 
would not admire her a half as much. This 
little wife is concerned about your expenses at 
this time, and she believes that inasmuch as you 
have lived ever since the day she married you, 
that you will continue to live, and while it is 
true that her brother-in-law or a man died 
across the street or next door, nevertheless it 
won't be you, and rather than burden you with 


.° 
Myects, 


additional expense she has advised you not to 
enter into the arrangement.” We then say to 
that man, “Don’t you yourself know that men 
are dying constantly, that is the reason why 
all the undertakers are in business, and that 
is the reason why all the cemeteries are filled? 
Let us get down to the proper basis of thought 
—you are worth three, five or seven thousand 
dollars a year to your family if you live and 
remain in good health. But isn’t it true that 
if you were disabled or died to-day that your 
family’s expenses would be about the same, 
and wouldn’t you like to arrange by a savings 
plan to receive the benefit yourself if you live; 
to guarantee that if you become ill by disease 
or accident, or die, that the burden and the haz- 
ard resting upon your family would be alle- 
viated.” If this fails to bring him around, we 
purport to see the wife and discuss it with her 
in the presence of her husband. 

One of our most successful agents in Balti- 
more to-day has standardized his sales talk. 
His approach is this, “Mr. So and So, I under- 
stand that you are carrying life insurance, and 
We 


want to lay before you a plan by which you 


my reason for coming to see you is this: 


can provide an income for your wife and chil- 
dren for a period of five years after your 
death, a sort of a salary continuance plan. It 
has been our experience, based on observation, 
that when the head of the family dies, that the 
most critical period is the first five years after 
a man’s death. In five years matters will ad- 
just themselves one way or another—your boy 
will have gotten older, the two years necessary 
for him to finish school will have passed; your 
daughter, whom you possibly intend to remain 
at home until she married, might be required 
or feel it her duty to contribute to the family’s 
support. To do this special training would be 
exigent, which likewise necessitates money. In 
a year or two she will be qualified to enter the 
business world. Possibly your wife and chil- 
dren will feel the necessity of curtailment to 
that extent where they will dispose of the 
home and rent an apartment. Without question 
the first five years after your death will be the 
reconstruction period. At a very small cost 
(we quote here the premium on $5500 of ordi- 
nary life insurance) we can provide that when 
you die, your wife will receive for five years 
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$100 a month. After this period your family 
will be able to go along in the proper way.” 

We find that this approach and sales argy. 
ment has a genuine merit, and it has been the 
experience of our representatives that when 
men note how little it costs, they inquire wha 
the income would cost for a ten-year period, 
or even for life. 

It certainly spells service, it certainly is {il}. 
ing a real need, and it has proved a great door. 
opener where the prospect felt encumbered to 
say that he was filled-up on life insurance, 





Protection and Then Some 

A woman came into a clothing store to buy 
a burial suit for her husband, who had died 
the day before. The salesman sold it to her, 
together with an extra pair of pants! That js 
a slightly exaggerated example of what ser. 
vice to policyholders should be. Sell the in 
surance suit, and if the extra garment of pro- 
tection is needed, indicate it and place it, re 
membering that there may come a day, at any 
time, when that extra bit of coverage will be 
a necessity —Penn Mutual News Letter. 


Berkshire Life Increases Policy Limit 

The Berkshire Life Insurance Company of 
Pittsfield, Mass., announces that the board of 
directors have increased the limit of life insur- 
ance on a single policy from $75,000 to $1009,- 
ooo. The action became effective last week. 
It is the popular opinion that this increment 
to the single policy will be accorded the ap- 
proval of the public in general. 
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Getting an Invitation to Remain 


“The most important period in the entire in- 
surance interview, to my way of thinking,” 
declared an old-time insurance salesman who 
has been in the game since the vear one and 
who has been showing a steady growth in busi- 
ness almost every year since, “is right after 
the salesman has introduced himself and 
divulged the reason for his visit—that reason 
being, of course, that he wants to sell some in- 
surance to the prospect. 

“Right at that time the question is whether 
or not the salesman will get an invitation to 
seit himself more comfortably and reveal the 
specific proposition he has in mind for the pros- 
nect or whether or not the prospect will tell 
the salesman there is nothing doing and that 
the best thing the salesman can do is to ease 
himself out of the office as quickly as possible. 

“T take it that the most successful life in- 
surance salesmen—the boys who run up the 
ereatest records of sales and who have the 
smallest number of ‘lost’ sales for the number 
of prospects called upon—are those who get 
over this interval of time the most success- 
fully. They are the ones who make the pros- 
pects invite them to stay instead of inviting 
them to shut the doors as they pass out. 

“The problem then in making more of a 
success of this job of selling life insurance 
to get more of the prospects we call on to in- 
vite us to stay. 


S 


“Perhaps the methods that I have employed 
with a very considerable amount of success for 
a good number of years in doing this will offer 
worth-while ideas and other 


suggestions to 
salesmen. Perhaps other salesmen can use my 
methods with equally good results in their own 


businesses. 


APPEAL TO CURIOSITY 

“My method is based on the fact that the 
average man is curious ahout his fellowmen and 
upon the fact that the average man 1s partiett- 
larly curious about other local people and 
upon the additional fact that every man is in- 
clined to govern his own life, to a large extent, 
upon what other men in his own circumstances 


have 


are doing and upon what precedents they 


“Consequently when I tackle a prospect T 
am all set 


utmost. 


to cash in on these facts to the 


“eT a . => a ae . « M4 
[ always carry a rather good-sized loose- 


leaf hook with me. On the pages of this book 
situations and amount 
recent of 
This in- 


approxi- 


I have summarized the 
of insurance taken out hy the most 
the people T have sold insurance to. 
formation gives the purchaser's age, 
mate yearly earning capacity, number of people 
in his family and their ages and the financial 
condition of the purchaser and the probable 
amount of his earnings in future years together 
with a summary of the purpose for which he 
is buying the insurance. 

“In other words, on each page in my loose- 
leaf hook I have a very comprehensive and in- 


teresting life history, as you might call it, of 


each and every man to whom I have recently 
sold insurance. 

“How do IT use this book in selling more in- 
surance? 

“T'll tell you how. 

“When T call on a prospect I hold the book 
in front of me so that the prospect cannot fail 
to see it. Then, after introducing myself, I 
say something like this to the prospect: 
“*Vou'll be interested in learning about the 
financial insurance 
recently taken out by some of the other men 


conditions and amount of 


of this city of approximately the same age that 
you are.’ 

“Then I thumb through the pages of the 
hook and wait for the prospect to say some- 
thing to me. 

“Tn nine cases out of ten the prospect at 
I have appealed 
to his interest in his fellowman and _ particu- 
larly to his interest in local men. He is curi- 
ous to see what T will tell him about the finan- 
cial standings of other men in the city and 


once shows signs of interest. 


about the amounts of insurance that other men 
have recently taken out. 

““Now you are approximately thirty-two 
vears old,’ T’ll go on, after turning to a page 
in the book that deals with some other man 
of about thirty-two vears of age, ‘so vou'll he 
interested in learning all about another young 
man of about thirty-two years of age to whom 
T recently sold a policy. 

“*This young man has an income of approxi- 
mately $4000 a year. He is the head of an 
important department in a large manufactur- 
ing concern of this city. He is married and 
has two children—a boy aged four and a girl 
half. He has $6000 


saved up, including his equity in his home, 


aged two and a about 


which is mortgaged. His prospects are splen- 
did, as he has gone right up the ladder. 

“T had no difficulty at all in selling this 
man. He had 
called on him and TI pointed out to him that 


$8000 of insurance when I 
this wasn’t sufficient to provide for his wife 
and his children in the event of his own death. 
I showed him that the income from the $8000 

invested under the most favorable circum- 
stances would not provide a sufficient yearly 
sum to take care of the wife and children in 
the way that he’d want them to be taken care 
of and I showed him that if the widow spent 
the principal at the rate of onlv $1s00 a vear 
the principal wouldn’t last until the children 
came of earning age. 
“Tt was evident, then, I pointed out to this 
person that he needed more life insurance and 
T told him T’d plan the right sort of a policy 
for him with the correct sum to properly pro- 
vide for his widow and children in the event 
of hts death until the children were educated 
and able to earn their own living. 

“*And what size policy do vou think that 
T wrote for this individual ?’ 

“To ask the prospect to guess in this way 
is generally effective in still further arousing 
his interest. Generally, too, the prospect 
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guesses a smaller sum that the amount of the 
policy that I actually wrote so I have the pleas- 
ure of saying something like this to the pros- 
pect: 

“‘No, you're a little low when you guess 
that I wrote a policy for this man for $10,000. 
As a matter of fact T wrote a policy for him 
of $17,000, bringing the total amount of insur- 
ance he is carrying to $25,000. This provides 
a bie enough fund for all emergencies and 
protects him so he ceases to have any worries. 

“*And here’s another man a little older 
than you are for whom I recently wrote a very 
interesting policy.’ 

“And so on and so forth. 


Give Him ExAMPLeES 

“Generally I tell the prospect about three or 
four other local men of about his own age for 
whom I have recently written insurance and 
I go into details about their financial condi- 
tions, the amount of insurance written, etc. 

“This has the effect of making the prospect 
interested in me and thus makes him want to 
hear more of what I have to say. And if, up 
to this moment I haven’t taken a seat, the pros- 
pect is quite sure to ask me to be seated. 

“Then I spread out my loose-leaf book in 
front of the prospect and I say something like 
this to him: 

“You'll be interested in looking at this book. 
You look at it while I do a little figuring on 
the size of policy you ought to buy. How 
much insurance are you carrying right now?’ 

“Then I step right into the regular sales 
talk. 

“T should actual 

who 


add that, of course, the 
names and addresses of the 
have bought insurance from me are not given 
in this book. The information is so personal 
that I do not dare to reveal the names and ad- 
dresses of the purchasers, as to do so would 
offend them and create a bad situation. But, 
of course, the information is no less interest- 
ing without the names and addresses, because 
the men to whom I show the book realize that 
all of the information contained in the book 
deals entirely with local people. 

“This method of getting past the first crucial 
moments when the prospect either says there 
is nothing to do or invites me to stay and have 
a seat, has heen tremendously helpful to me in 
business and I haven't the slightest 
doubt in the what it would be 
equally helpful in doing the same thing for 


customers 


getting 
world but 


other life insurance salesmen.” 
Interesting, isn’t it? 
Are there not 
suggestions in all this that you can use to good 


some worth-while ideas and 


advantage in your business, Mr. Salesman? 
“Caution to Policyholders” 
This is a leaflet that is a veritable 
of insurance verging on lapsing. 
If it does for your company what it has done 
for others, you will always use it. Send to- 
day for a copy, The Spectator Company. 


“life- 


saver” 
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Your Corner 


In the world of Life Insurance” Salesmanship may not be as 
large as you would wish. BIG THINGS develop from small 
beginnings and the WESTERN RESERVE LIFE INSUR- 
ANCE COMPANY, as a young and vigorous company would 
like to interest young and vigorous growing men in its plans 
and opportunities. Your letter will have careful and con- 
siderate attention. We have the opportunity for you. 


J. H. LEFFLER, President, 
JOHN W. DRAGOO, Secretary, GAYLORD DAVIDSON, 
Agency Manager 
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ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $175,000,000.00 
Assets Over $12,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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Insurance Company of New York 
ETHELBERT IDE LOW, President 
The 65th Annual Report shows: 


Premiums received during the year 1924.................... $8,003,453 
Payments to Policyholders and their Beneficiaries in Death , 

Claims, Endowments, Dividends, etc..............ee000. 6,321,524 
MTCDCA MOTI AMBER sales 5 orarclciciol= 50/9" eis ola sie sisiaibig 8's slele.ere:ais oisie 2,801,996 
Actual Mortality 62.4% of the amount expected. . 
MUR IES MAIDA ER EAABEIOE 3s aie nics iolein/ 5 <isr0i vies ies einain|aierol@aelergie 260,530,414 
PARI CANA MREOR 3151 c50'e7e\el ais e/oraioia eG: a)e!sicierelofere sip aco) dejo niarausieres 51,457,218 

For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 

25€ BROADWAY NEW YORK 














——— 











INSURANCE COMPANY 
F SCOTLAND 

Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICER” 
U. S. Head Office: 


sicaainmainaiaedias* 


555 Asylum Street 


R. C. CHRISTOPHER, U. S. Manager 
ROBT. R. CLARK, Asst. U. S. Manager. 


Hartford, Conn, 














Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 


WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
ments, chance for promotion. 


FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold —— CASUALTY COMPANY = = DETROIT, MICH, 





Same Management as Federal Casualty Company.} 

















Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


~Xi/ 
‘ 


NATIONAL 
CASUALTY 


desired. 





Write for information relative to open territory. Have two or 
three agencies with business established where change is 





EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 

















NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 


yf 
enough to serve its Agency 


nsurance Company and Policyholders satisfac- 


torily. S GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 


THREE VALUABLE SALES AIDS 
By W. R. Letcher 
A practical Life Field Man 
SELLING INSURANCE BY WRITTEN PROGRAM 
Enables the agent to ascertain and present facts concerning 
prospects’ needs in a way which results in business. 

32 pages, heavy paper cover, Price per copy, 50 cents. 
THE EASY WAY TO SELL LIFE INSURANCE 
Describes and emphasizes arguments that appeal to every man. 
Price per copy, 15 cents. 

WHAT YOU ARE GOING TO SELL ; 
A booklet of instruction for new agents containing much in- 
formation essential to the proper development of an agent. 
Price per copy, 50 cents. 


THE SPECTATOR COMPANY 
Oo 


CHICAG NEW YORK 














Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L, BRADFORD, Vice-President 
Sound = Progressive = Successful 


$112,500,000 
12,100,000 


Insurance in Force over 
Assets over 


Operates in Texas only 




















WANTED 


State and District Managers in Ohio, Virginia, Kentucky’ 
Maryland and West Virginia. 
Over 118% Solvent 
Legal Reserve—American Experience Table 
Waiver of Premium Clause 
Monthly Income 
Fraternal Benefits 
Organized October 27, 1868. 


GRAND LODGE A. O. U. W. 


OF WEST VIRGINIA 


1119-1121 Chapline Street Wheeling, W. Va. 




















ORV RRR ENCORE TG 





Find a 
buy life 
pect real 

Study 
individual 
gets the : 
ing aheac 
of this i 
trailing ¢ 
while to 1 
ing and a 

Of cot 
It means 
thing abe 
studying | 
tive thoug 

All thi: 
be no rea 
the fact 
insurance 
less than 
selves bai 
They are 
ting to th 
wading t! 
talk with 
ceptible d 
and good 
does nine 
good. T 
done his 
view, ther 
future sel 
that of tl 

The mo 
tem of in 

The sal 
stead of 
“prospect. 
get down 
man as qt 
where it 
personal « 


ene nen ms 


A 


The: 
annive: 
Life T, 
1851 tl 
celled | 
net cost 
unswer 
The y 
growth 
past, t 
pany is 
a spirit 
of the 

JOS) 


Mass 
hr 


S 














3,453 


524 
12996 


1414 
1218 





WE ke 


Hit 


ent 


AN 





iL 


two oF 


ie 


a 


i= 














April 2; 1925 


LIFE INSURANCE EDUCATIONAL 


THE SPEC rAron 


Visualizing Insurance to the Prospect 


Find a real reason why your prospect shinai 
buy life insurance and you'll find your pros- 
ect real reasonable. 

Study the individual case and work-out an 
individual plan. Then see that your prospect 
gets the idea. Many insurance men are forg- 
ing ahead to-day largely because of their use 
of this idea. Countless others who are only 
trailing along could make themselves worth- 
rile to the business and themselves by study- 


P 


wi ; 

ing and adopting it. 
Of course, this 

It means getting to the prospect, learning some- 


means constructive work. 
thing about his personal plans and affairs, 
studying them later and working out construc- 
tive thoughts to present on a later call. 

All this is A. B. C. stuff and there would 
be no reason for presenting it at all save for 
the fact that thousands who call themselves 
insurance salesmen but in reality are selling 
less than $100,000 a year are holding them- 
selves back by not adopting such a method. 
They are using the hit-and-miss method of get- 
ting to the prospect on a cold canvass and then 
wading through the technicalities of the set 
tak without using their “beans” to any per- 
ceptible degree. If the prospect buys, all well 
and good; if he turns the agent down, as he 
does nine times out of ten, just as well and 
good. The average feels he has 
done his part. But if, out of his first inter- 
view, there comes no constructive thought for 


salesman 


future selling, he has wasted his own time and 
that of the man he has been talking with. 

The most usual method of working this sys- 
tem of individual planning is this: 

The salesman gets his first interview. In- 
stead of talking rates and policies, he talks 
“prospect.” In other words, he endeavors to 
get down to a friendly understanding with his 
man as quickly as possible—to reach the point 
where it is safe for him to ask more or less 
personal questions which will be given frank 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The brought wonderful 
growth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 


years have 














answers. Not all of the information sought 
can be obtained by point-blank questioning— 
often it is necessary for the salesman to ap- 
proach the subject in a round-about manner— 
to get his prospect to volunteer the informa- 
tion without being asked for it. 

How much is the prospect earning? 
What are his prospects 
for future advancement? How much money 
is being spent annually on his family? How 
What environment is 
his wife and family used to? What are their 
personal hopes and ambitions—to own a home 
of their own, to travel, to have children, to 
save or to spend as they go? What are his 
investments? How safe is the business he is 
How is it protected against accident? 
What are his chief amusements, his hobbies, 
his likes and dislikes? 

These are only a few of the many things 
necessary to find out at times. They are not 
all applicable in case. The 
must have these things thoroughly in his mind 


How 
large is his family? 


much on amusement? 


in? 


every salesman 
at the beginning of the interview and he must 
bring them into play as he goes along. 

The object of all this is to build up in the 
mind of the insurance salesman a mental pic- 
ture of the life and surroundings, the influenc- 
ing motives, the hopes, fears, joys and tribula- 
tions of the man he is talking with. 

Then, after he is alone, the successful agent 
reviews all these matters and refines them in 
the fire of his intelligence. He builds up a 
suitable program for his prospect. He sifts 
this over in his mind and gets down to facts. 

Generally the salesman of this type puts his 
conclusions on paper. When he is making his 
call, he 
from personal knowledge, the picture of pro- 
He backs it up with the statistics he 


next presents the facts. He paints, 
tection. 
has jotted down, showing the prospect more 
clearly than written words could the need for 
more insurance. If no sale is made, he leaves 
the chart or the figures he has set down. 

One secret of the success of this plan is its 
informality. It is individualized so that it fits 
the prospect’s case exactly. It gives him a 
picture of himself—his future. It is convinc- 


ing because the facts and figures are his own. 





Insurance Age and Journal Merged 
The Insurance Age of Boston is issued this 
week in new size and appearance, with the title 
“The Insurance Age-Journal.” In this 
it combines the weekly “Age” of Boston, 
established in 1872 in New York, and the “In- 
Journal and New England 
Hartford, established in 
monthly publication. The new edition will con- 
tinue as a weekly. Both papers 
and published by Frank L. Armstrong, 


form 


Under- 
1873, a 


surance 
writer” of 
are owned 
well 
known in Boston as a printer and publisher, 
and to the insurance fraternity of New Eng- 
land for nearly twenty years. The page size 
has been reduced and the number of pages in- 
creased. The new cover was designed by J. 
Barker Petrie, Jr., of New York. 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
— TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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NEW POLICY 








Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 











More Tekneek--Being Letters of a Would-Be 
Life Insurance Agent to His Girl 


By H. L. Jones 





The “hero” of these letters is of a type 
that is fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowl!- 
edge. The accompanying letter ts the 
sixth of a series which brings out in a 
novel manner the mistakes an agent can 
make. Companies or general agents that 
are interested are invited to write to the 
editor and if sufficient interest is shown 
they will be issued in booklet form.— 
Epitor’s Note. 





course, your father would argu about anything 
Naturally he’s wrong again. 
nothing in my letters about horses. 


I never Said 
The mey 
known as actuerries have nothing to do with 
horses. Actuerries also never lose, being able 
to spot winners by a system called average 

Your father is getting mixed up with equer 











My Dear Gladys: 

You seem glad because I ended my last let- 
ter about surrender which I was at the time. 
And still feel. I am pleased you was glad, 
being surprised, as I thought you an Wendel- 
sohn seemed thick. Just now he may have a 
little money but he never worked for it. What 
he has his father left, and it isn’t much. My 
father could have done as much if he had 
taken out insurance. 

Regards that surrender, I know what you 
mean. And its true I would surrender any- 
thing for you. 

But in insurance it means different, like most 
words. It means you give up your contract 
and die shortly after so as to leave your widow 
nothing. I don’t want to give up my contract, 
as you might say, with you, Gladys, only strictly 


Only an wun- 


speaking we hadn’t no contract. 


derstanding. Neither do I want to leave 
a widow. 
With some folk a mutual arrangement is as 


good as a contract. And that’s what we have 
got. Our company is mutual for the policies, 
We are liable to part any 
And you can’t get 


hut not for me. 
old time they think proper. 
any heart balm out of them. 

Talking surrender in insurance is getting tek- 
It is what a fello does if he 
says to the company, I don’t want this insur- 
ance no longer. Well, all the time he has been 
paying premiums, the company has been putting 
by for fear. They didn’t expect him to die, 
but he might have done it on the plan chosen. 
What they put by is a sort of bonus and when 
the fello gives up they say, well, you saved us 
money on account of not dyeing, so here’s your 
bonus. 

So he takes it out and spends it and then 
he dies and his family wants. I am sending 
you by same male a few pieces of what is 
known as company’s litterature. They tell true 
stories of these surrenders. Illustrated. From 
facts. 

The family seem to be taking a great inter- 
est in insurance from what you say. And of 
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nickle once more. 


The Providers 
Life Assurance 
Company 
Operates in Illinois, Ohio, 

Missouri and Michigan. 


Desires to secure a capable 
agency organizer. 


Salary and commission. 


Apply Home Office 
1530 N. Robey Street 
Chicago, II. 











ae 
HOME OFFICce® 
MONMOUTHILL 
wie 


One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,500,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today. 


AGENCY DEPARTMENT 
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ries. They sometimes ride horses. In a uni- 
form, attached to a palace where there’s a king 
or an emperor. And they are sometimes sent 
Jong journeys on a important message. Which 
an actuerry won't do, using cable and just say- 
ing “declined” or, “rated up 15 yeres.” 

A actuerry Gladys, is a professional man 
just like a doctor. It takes yeres to be one, 
as they get degrees by degrees. Until they get 
their last degree they ain’t one. Actuerries 
are the men who put the people on tables that 
they die on. Same as doctors. Only on the 
actuerries’ tables they die from natural causes. 
And it’s certain. Which you know you can’t 
say for doctors, because people sometimes get 
off their tables none the worse. Only financial. 

Actuerries are clever and know when you 
are going to die by an average and can also 
tell what you will die of. They get a man 
and know he will die of blood pressure. Or 
sugar. And they put him on those tables. 
Sometimes the actuerries die before the man 
they have chosen like the above, and then they 
don’t live to know how clever they are. Which 
is the same with many other men who would 
like to read their lives when they are dead, eh 
Gladys? 

What with one thing and another its a hard 
life. The manager saw me the other day. In 
the office. He said, hello, what are you doing 
here? There’s no prospects here, he said. 
That’s what I’m beginning to think, I said, by 
way of reparty. I’m like that—quick. 

He didn’t stay long to argu, because he had 
a gentleman with him, and a doctor who was 
going to be examined. But he said, are you 
sure you're in the right life?. Well, I said, you 
told me you were the best company. 

With that he just looked at me in a hopeless 
sort of way, and banked his office door two. 

These big fellos don’t have no patience with 
the troubles of a starter. The cashier won't 
give me no more advances, saying my business 
don’t just-defy it. He’s a bit of a rotter, 
Gladys. Anyway I don’t want none just now 
having closed a good case for a thousand 
yesterday, 

I never thought I would have got tt, but 
in talking it over with one of the big fellos in 
the game, he said it must have been my demon- 
stration. 

When I come to think it over, I think it 
must. T got $10 on account. 


Yours to a close, 
Henry. 





Conway; Ark., Honored 

Conway, Ark., March 31.—Conway repre- 
sentatives of the Missouri State Life were 
signally honored in the election of P. P. Talley 
as vice-president of the $100,000 Club. Con- 
Way now has the distinction of being one of 
the smallest cities to have a $100,000 Club vice- 
President, as well as having a general agency 
of the strength of the J. D. Dunaway agency. 
Mr, Talley’s election was won over seventy- 


five other general agencies in Missouri State 
territory, 
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| How NOT to Sell Insurance 
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Steffanson, the Arctic explorer, suggests 
that we ought to have a University of Un- 
learning; that is to say, a university at which 
popular fallacies could be exploded. He 
says that most of the beliefs about the Arctic 
Regions, for example, are erroneous. It is 
not true that there is always cold. At times 
in summer the thermometer goes up to 100 
degrees Fahrenheit in the shade. It is not 
true that it is colder at the Pole than further 
south. In certain regions in Alaska and Si- 
beria south of the Arctic Circle, the cold is 
more severe. It is not true that in the far 
North the ground is covered with snow all 
the year round. The snow melts in summer, 
and wild flowers, mosquitoes, and broad 
stretches of grass are then abundant. 

Steffanson’s advice is good, and suggests 
the establishment of a school where life in- 
surance agents could unlearn popular, but 
erroneous, beliefs, such as the following: 
That the agent must be a fluent talker; that a 
single form of policy will provide for every 
kind of insurance need; that a man of limited 
means can afford to cover every one of his 
insurance risks; that the value of a policy is 
measured by the size of its dividends; that 
an Ordinary Life policy is worth more than 
a Limited Payment Life or Endowment 
policy or because the premium is smaller; 
that ‘‘prospects” are hard to find; that the 
“‘close’”” is the hardest part of an interview, 
and that a man must acknowledge that he 


Metropolitan Life’s Large Loans 

Loans on bonds and mortgages, amounting 
to $6,725,89090, were authorized by the Metro- 
politan Life Insurance Company last week. Of 
this, $4,926,450 was city loans and $1,709,440 
farm loans. The city loans for the most part 
were for housing. They were on 639 dwel- 
lings and 23 apartment houses, altogether pro- 
viding for 1253 families. There were four- 
teen loans on business buildings amounting to 


$918,000. The housing loans were in Georgia, 
Alabama, Tennessee, Mississippi, Kentucky, 
North Carolina, South Carolina, Virginia, 


West Virginia, Washington, D. C., Pennsyl- 
vania, Ohio, Michigan, Illinois, Iowa, Minne- 
sota, Missouri, Nebraska, Oklahoma, Utah, 
Oregon, Washington and California. The 
largest amounts were in Raleigh, N. C., and 
nearby points, $152,700; Philadelphia and 
suburbs, 179 dwellings for a total of $694,700; 
Detroit and suburbs for 744 dwellings for $492,- 
550. The farm loans were scattered in fifteen 
States, West aud South. The interest rate on 
the housing loans was 6 per cent. 
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has been whipped before he will sign an 
Application. 

The competent life underwriter is a good 
listener; is sparing of language; selects the 
policy that fits each insurance need; offers 
all the protection a man can afford to carry, 
but does not burden him with a load which 
he cannot sustain; exercises tact; leads but 
never drives, and gets a client’s name on the 
dotted line without mortifying him, or mak- 
ing him admit that he has been a loser in a 
contest. 

The agent who goes about saying, ““Don’t 
you want a little life insurance?”’ is a back 
number. The competent underwriter tells 
the wealthy man how to protect his estate 
against the sacrifice of choice investments; 
the man whose home is mortgaged, how to 
leave it free and clear to his dependents; the 
man who has children, how to guarantee 
each one an education. And he tells the 
man who applies for $50,000 payable to 
his widow in a lump sum, that it is essential 
to have the contract modified so as to have 
the money paid in the form of an income. 

When our field men as a class have un- 
learned some fallacies that are now generally 
accepted and become trained experts, our 
people will have more confidence in them, 
and will follow their professional advice, as 
they now depend on the guidance and assist- 
ance of their physicians, lawyers and other 
advisors whose services are paid for. 








Dr. Huebner to Address Chicago 
Underwriters 


Dr. S. S. Huebner, of the Wharton School 
of Finance and Commerce at Philadelphia, will 
address the April meeting of the Life Under- 
writers Association of Chicago. C. F. Cris- 
well, secretary of the Association, speaking of 
the development of the organization within the 
last few years, urged a new drive for members 
so that the benefit of the Association might be 
more widespread. 


A. E. Patterson Takes Chicago Agency 


Cuicaco, Int., March 31.—Alexander E. 
Patterson, formerly an agency manager for the 
Equitable Life in New York, has been ap- 
pointed agency manager for the largest agency 
in Chicago of the Equitable of New York, suc- 
ceeding Wilmer E. Hammond, recently re- 
signed. Mr. Patterson commenced his life in- 
surance career with the E. A. Woods agency 
of the Equitable Life in Pittsburgh. 
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The Businesslike Way 

Life insurance long ago got away from 
merely persuading a man to take a policy be- 
cause he ought to have some life insurance. 
Experience showed that such insurance failed 
to serve adequately, because it was not fitted to 
a specific family need which death would im- 
mediately create. Nowadays, therefore, the ex- 
pert life insurance counselor sits down and con- 
fers with his client, and finds out exactly what 
the family would need if the client were to go 
—such as money to clean up current bills and 
indebiedness ; money to clear off the mortgage; 
a monthly income—the only safe way—for the 
wife and mother to keep the home together and 
feed and clothe and educate the children; 
money for the college education of the 
children; an old age income for himself; a 
monthly income if he should become totally and 
permanently disabled ; protection of his partner- 
ship interest, for his own sake and for his 
wife’s sake; protection of his corporation in- 
terest; money with which to meet inheritance 
taxes and administration costs; these and many 
others. 

Not ali men, of course, can command the 
protection of an entire life insurance program; 
but all men can have what insurance they are 
able to carry fitted to a specific need, or to 
several specific needs, so that when the emer- 
gency comes these needs would not create for 
the wife, or other survivors, an insolvable prob- 
lem. This is the wise way, the businesslike 
way, the way in which you buy your other 
forms of insurance. 

Remember, please, that premium deposits for 
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life insurance are a saving and are not a spend- 
ing. With other forms of insurance you pay 
the premium, and that’s the end of it unless a 
loss happens. With life insurance, however, 
what you deposit with the company builds up a 
fund or funds which come back to you if you 
live, and which are instantly paid over to your 
dependents, or other survivors, if you go. 
Remember also that even though you may have 
made only one premium deposit, the full amount 
of the contract is paid if you then are taken 
away. Do you know of any other financial 
instrumentality that can do this? That does 
do this ?—Pennmutuaiism. 








Wisconsin Codification Bill 
Mapison, Wis., March 28.—Declaring that 
next to the tax bill now pending before the 
State legislature, the measure for the codifica- 
tion of all insurance laws in Wisconsin is the 
most important, W. Stanley Smith, Insurance 
Commissioner, sent a letter to the legislature 
to-day asking for its unrestrained support of 
the measure. Commissioner Smith pointed out 
in his message that insurance companies oper- 
ated in Wisconsin collect $77,000,000 annually 
in premiums. He also stated that there is much 

opposition to the codification measure. 


During the month of February the Bankers Life 
Insurance Company, Des Moines, Ia., wrote 639 
applications on old policyholders for a total of $2,- 
994,931. New examined business for the same period 
amounted to $14,439,462. Exclusive of two holi- 
days and four Sundays the remaining working days 
numbered twenty-two, demonstrating an average daily 
production of $656,000. 


Two Large Group Contracts 


The Equitable Life Assurance Society 4 . 
the United States, New York, has just com 
pleted negotiations whereby it closed two large 
group insurance contracts on railroad proper. 
ties, one, the Pacific Fruit Express Company | 
of San Francisco, owned mutually by th | 
Union Pacific System and the Southern Paci, 
Company ; the other, the Ogden Union Railway | 
and Depot Company, employing over three 
thousand workers. The plan adopted in eag, i 
case stipulates that each employee of gj 
months’ service will receive $250 of life ip. | 
surance, the premiums to be borne by the | 
employer, and at the completion of each year 
the insurance is to be increased to the exten: 
of $500 as long as the insured shall remain a 
employee. In addition to this protection [ 
employees of a year’s duration, or more, cay 
further safeguard themselves by purchasing jp. 
surance in amounts of $1000, $2000 or $300, 
according to wage classification. The cost will = 
be 70 cents a thousand per month, the actw! | 
expense of this insurance in excess of this rate 
to be borne also by the employer. 





Appointment of A. E. Awde 


The Union Mutual Life Insurance Company | 
of Portland, Me., announces the appointment | 
sf Albert E. Awde as medical director of the | 
organization. Mr. Awde is a medical college 
graduate, and has had an usually wide scope 
of experience in this type of work. The off. | 
cial staff of the company have expressed their 
entire approbation of the new connection. 
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and prosperity for the Company. 


The Guardian Life 
Insurance Company 


Established 1860 under the Laws of the State of New York 


These figures taken from the 65th Annual State- 
ment show that 1924 was another year of progress 
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Paid-for Business, 1924............ $45,251,784.00 
Insurance in Force, Dec. 31, 1924. .250,179,130.00 
Admitted Assets.................. 48,464,593.38 
PU EIE SRNR EMES oon 5h a cho svete alece oe Sistas owSlewe = 42,524,200.53 
Surplus and Dividend Fund....... 5,940,392.85 
Paid to Policyholders and Their 

SRBISCNEORMERES? 5 2 6 650.0 apo eet we 6,382,080.70 


For information concerning Agency opportunities, 
address: 


T. LOUIS HANSEN, Vice-President 


50 Union Square, New York 


Home Office: 








INDIANAPOLIS 


Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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companies. 


The prophecy has come true. 


Age Limits 
10 - 65 


CINCINNATI, OHIO 


Just As They Thought 50 Years Ago 


The other day I was digging through some very old 


acl ReGeA : : : 
rina Aa hire magazines and came across this. It was in a copy of the 


Central |: is Hh ‘Industrial Monthly’? Magazine, published 50 years ago. 
Building (grees Commenting on the Union Central’s Eighth Annual State- 
" ment (made public January 1, 1875) the article said: 


“Its present sagacious management, careful 
selection of risks, judicious investment of 
funds, combined with proper scientific skill, 
will make the Union Central a great Com- 
pany.” 

Today the Union Central enjoys the complete confidence of its 339,000 satisfied 
policyholders. With more than one billion dollars of insurance in?force and an in- 
vestment system that has been tested through half a century of conservative ex- 
perience, the Union Central enjoys a position of enviable prestige among her sister 


The Union Central Life Insurance Co. 


Amount 
$500-$500,000 














They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 





A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


Peoria Life Insurance Company 


Peoria, Illinois 














WE BELIEVE IN MEN 





The rank and file of men are honest, earnest and loyal. 
They are eager to learn and quick to appreciate genuine 
helpfulness. They will fight for business ideals that 
ring true. 


These natural virtues in men form the basis of the 
close co-operation between the Home Office and the 
agency force of The Lincoln National Life Insurance 
Company. These instinctive traits cause the Lincoln 
National Life agency force to give back a harvest of better 
results for all service expended in their behalf. 


Men who benefit from such a spirit of whole=hearted 
teamwork find it profitable to 
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The Lincoln National Life Insurance Co. 


**Its Name Indicates Its Character” 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $350,000,000 In Force 
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Masonic 


Pure Protection at Lowest Cost, Consistent with Safety 
Pay One-Half in Case of Total Disability 


Strictly Masonic Strictly Mutual 


Some Features of 1924: 
Sr SS Nie Wa SISIRESS NN Sat Letab ata Od oye occa ciate enerts esseucre tobe onan a hat ariey he valores Seas eas  e over $7,300,000.00 
‘The last seven years show a constantly increasing amount of insurance in force. 


Insurance in Force 
1918—$27,144,000 
1919—$29,564,500.00 


1920—$32,245,000.00 
1921—$34 ,779 ,000.00 


1922—$37,584,000.00 
1923—$39,870,500.00 


1924—$41,630,500.00 


ens beter: GOOG ovo cs sa hats x eo aK EERE re ee ee ny ane a eee Ce ee 7.32% 
An extremely low percentage indicating satisfied policyholders. 
Remehts Paid Since Orgemination......:.. 0.5055 66k ce se bee teens ees eo eee nas inne eee 


Life Association 


Masonic Life Building, 452 Delaware Avenue 


BUFFALO, NEW YORK 


Organized 1872 
NELSON O. TIFFANY, President and General Manager 
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Safe—Sound—Reasonable 




















The Three Best Sellers in Life Insurance 


Graphically Portrayed 


A Group of Graphic Folders Strongly Emphasizing 
The Main Services Performed by Life Insurance 


I. TAKING HIS PLACE 
A folder graphically demonstrating the use of Life 
Insurance in general. 


II. ANTICIPATION 


A folder illustrating the results of Long ‘erm En- 
dowment Insurance, and the sustaining benefit of a 
Monthly Income Policy. 


III. GUARANTEEING HIS EDUCATION 
A folder graphically demonstrating the value of 
Child’s Educational Endowment insurance. 
The policies of protection involved represent the 


THREE BEST SELLERS IN LIFE INSURANCE 
and are thus illustrated by Three Four-page Folders, 
each of them teaching a separate lesson. indicating 
the value of Life Insurance on special grounds. 

The leaflets, above mentioned, as a series, are 
valuable for companies and general agents to place 
in the hands of their agents as three serial canvassing 
documents, but may be circulated separately. 

These three graphic folders are now in press. Write 
for prices. 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 


LIFE INSURANCE 
LAW MANUAL 


FOR AGENTS 
By Wilfrid Bovey, B.A., LL.B. 


This valuable new work deals with 


LEGAL ASPECTS OF QUESTIONS ARISING 
IN THE DAILY WORK OF INSURANCE MEN 


In plain, untechnical language it explains the general 
principles of law which govern the insurance con- 
tract the 


RIGHTS AND LIABILITIES OF THE COMPANY, THE 
INSURED, THE BENEFICIARY, THE ASSIGNEE 
AND THE AGENT 


It tells what pitfalls should be watched for, and how 
many of the difficulties which have given rise to liti- 
gation may be avoided. It explains the importance 
of a knowledge of statute law, and tells what subjects 
are generally dealt with by statutes. 


EXPLANATIONS ARE ILLUSTRATED BY EXAMPLES 
Price $3. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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